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White Out of Red 
Leadership Wins 
Detroit a Playground 
Ford’s Rotunda 
A Blessed Event 


a. 
By 


Chris Sinsabaugh 


OB BLACK _took over the job 

of presidenting the White 
Motor Co., of Cleveland, on May 
1, 1935. White 
then was a con- 
cern that had 
been identified 
with the auto- 
mobile industry 
since 1900, when 
the White auto- 
mobile, a steam- 
driven pas- 
senger car, was 
put on the road. * 
Before that the R. F. Black 
company had 


built sewing machines and bi- 


cycles. It began building commer- | 
|his talk by noon, he brought the 


cial motor vehicles in 1910, and in 
1917 it dropped passenger cars 
altogether and continued _ the 
truck and bus lines, becoming a 
leader in this field. Hit by the 
depression, as was most every 
other concern in the automobile 
industry, it slowed down mater- 
ially and red-inkitis developed in 
1930. It was not until the end of 
the first quarter of this year that 
the company showed a profit 
through its operations. Black had 
got White out of the red and the 
stockholders no lcenger were blue. 
a ae * 

IT WAS TO FIND out how this 
came about that this conductor 
made a special trip to Cleveland, 
talked to Bob Black, went through 
the big plant and came to the 
conclusion that leadership is the 
answer. Black won’t admit it; he 
says the turning point came 
last September when the com- 
pany completely modernized its 
product by going streamlined, in- 
corporating safety features that 
contributed largely to the suc- 
cessful sales campaign. But the 
figures show that in the last half 
of '35 the company did 57 per 
cent of the year’s business as 
against 46 per cent the previous 
17-year average. This was with 
Black at the helm. 

* * * 

THIS PICKUP was reflected in 
the first quarter of this year when 
the financial report showed the 
corner had been turned, that 
Black had gotten White out of 
the red. And the factory points to 
the figures that seem to prove 
this—96% per cent ahead in de- 
liveries for the first quarter of 
this year as compared with the 
same period in ’35. Production 
on the heavy duty line was 
doubled May 1. Employment in 
the factory is now at its highest 
point since the war. Registrations 
are reported to show that where- 
as the industry gained 23 per cent 


(Continued on Page 25, Col. 1) 


| week, 





DETROIT, SATURDAY, MAY 16, 1936 


Alco-Gas Stirs Farm Meet 


Chemistry Seen 
Linking Industry 
And Agriculture 


By E. M. LUBECK 


DETROIT. — The annual 
fuel controversy between 
the Farm Chemurgic Coun- 
cil, which favors the blend- 


ing of alcohol and gasoline 
and the American Petroleum In- 
stitute, which insists there is 
enough gasoline base petroleum 
in the United States to last for 
years, occupied the attention of 
1,000 delegates to the second an- 
nual Dearborn Conference this 
Owing to the overflow 
crowd the sessions were held at 
the Book-Cadillac Hotel. 

Dr. Francis Garvan, head of 
the Chemurgic Council, held the 
floor for over three hours Wednes- 
day. Originally slated to conclude 


audience back for a matinee ses- 
sion during which he charged that 
reliable estimates indicate a vis- 
ible reserve of petroleum for only 
12 more years, which at the pres- 
ent rate of consumption is a dan- 
ger point. He also asserted that the 
increased use of automobiles, air- 
craft and diesel engine had not 
been taken into consideration. He 
further declared that materials 
and products were being dis- 


(Continued on Page 2, Col. 1) 
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Nash An nounces 
Several Changes 


In Sales Staff 


KENOSHA, Wis.—Two appoint- 
ments of senior executives in the 


regional sales organization of 
Nash Motors Co. were announced 
this week by C. H. Bliss, vice- 
president and director of sales. 

Clyde M. Roby has been named 
as eastern sales manager, effec- 
tive immediately. The eastern 
area boundaries, it was learned, 
have been revised to include Buf- 
falo, Pittsburgh, Roanoke and 
Richmond and 
all territory east 
and north re- 
spectively of 
those points. 

O. L. Arnold 
has been ap- 
pointed western 
sales manager, 
also effective at 
once. 

Roby has been 
connected with 
the Nash organ- 
ization for many 
years. Prior to his connection with 
Nash he started his career in the 
ear distribution department of 
Willys-Overland and subsequently 
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O. L. Arnold 
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FORD’S DOMAIN is clearly depicted on the huge globular relief 
map which is part of the exhibit at the newly opened Ford Rotunda 
at Dearborn. W. C. Cowling, sales manager, left and Edsel Ford, 
president of the Ford Motor Co., are shown discussing world problems 
in sales at the opening pre-view for newspapermen Thursday. 





NADA Reports $14.93 Net 
On Dealer New Car Sales 


DETROIT.—An average net profit of $14.93 for each 
new car sold was realized by dealers during 1935, accord- 
ing to a report in the current NADA Bulletin, official 


organ of the National Automobile Dealers Assn. 


This net 


profit represents the aggregate profits from all depart- 
ments of the dealership and applied to new car sales for 
the purpose of obtaining a readily understandable figure. 
Losses sustained in the new and used car departments 


were more than offset by the@®———-—— 


profits from _ service, accessory 


and parts departments. 


Losses on used cars per new 
car sold as shown in the report 
were reduced in 1935 to $8.59 as 
compared with $17.87 in 1934 and 
$17.62 in 1933. This reduction, the 
Bulletin points out, can be attrib- 
uted largely to the fact that in- 


The Top Ten 


Passenger Cars 

First Ten in Registrations 
for Two Months Plus 48 
States in March Plus 21 
States for April as Reported 
in ADN Today. 

1936 1935 
Pos. Make Pos. 
1—232 884 Chev. 132,472— 2 
2—183,591 Ford 233,966— 1 
3—108,038 Plym. 98,002— 3 
4— 53,850 Dodge 42,663— 4 
5— 43,770 Olds. 32,833— 5 
6— 36,003 Pont. 31,953— 6 
7— 32,587 Buick 14,861— 8 
8— 22,428 Huds.* 17,490— 7 
9— 14,616 Stude. 9,264—10 
10— 13,011 Chrys. 10,167— 9 
*Includes Terraplanes 

Total, All Makes 


786,550 651,828 
See Total Registrations to Date, 1936, 
1935, pages 24-25, this issue. 


creased volume in new car sales 
during the year spread the losses 
on used cars over a greater num- 
ber of units. 

The report is based on state- 
ments from 931 dealers who sold 
201,516 new automobiles and 331,- 
484 used vehicles in 1935, or 


(Continued on Page 3, Col. 1) 


Wallace Zwiener 
New President 


Of Hupp Motor 


DETROIT. — Wallace Zwiener, 
formerly vice-president and treas- 
urer of Hupp Motor Car Corp., 
was elected president by directors 
Wednesday. 

The directors also considered 
plans for additional financing and 
re-opening of the plant which has 
been closed since January. No de- 
cision has been reached as to 
whether financing will be ar- 
ranged through sale of certain of 
the corporation’s property or 
otherwise. The annual report will 
probably be issued in a week or 


(Continued on Page 4, Col. 5) 





$6 Per Year, 10c Per Copy 


Three Sponsors 
Plan One Show 
At Chi In Fall 


MEMA, NSPA and MEWA 
Settle Differences; 
Statement Soon 


By MEL ADAMS 


CHICAGO. — Following a 
series of conferences among 
leaders of the industry in 
Chicago this week, satisfac- 
tory arrangements were 
made to hold a joint automotive 
service industries show this year 
to be participated in by the 
MEMA, MEWA and NSPA. The 
decision caused the MEWA to 
drop its plan for a rival show. 

Deliberations started Monday 
at the Stevens Hotel when a large 
group of prominent manufactur- 
ers met with directors of the Mo- 
tor and Equipment Wholesalers’ 
Assn. At a result, a committee 
of manufacturers was appointed 
to meet with the presidents of 
the three associations, Thursday, 
in an attempt to iron out diffi- 
culties. 

Officially in attendance at the 
Thursday meeting in the Union 
League Club were W. T. Morris 
of American Chain Co., Walter 
C. Hecker of Curtis Mfg. Co., and 
D. W. Rodger of Federal-Mogul 
Corp., representing the manufac- 
turers, and the association presi- 
dents, W. F. Wilkerson of MEWA, 
F. G. Wacker of MEMA, and J. 
P. Muller of NSPA. 

An official statement is ex- 
pected soon from the show com- 
mittee. 


Ford Increases 
Passenger Car 


Discount by 2% 


DETROIT. — Ford Motor Co. 
this week announced that its pas- 
senger car discount to dealers has 
been increased to 24 per cent 
from 22 per cent. 

The move is the first of its 
kind to be made by Ford since 
1931, when discounts were upped 
from 20 to 22 per cent. 

The new discount, which is ef- 
fective immediately, applies only 
to passenger cars. The commer- 
cial car discount remains un- 
changed at 22 per cent. 

There will be no change in re- 
tail prices, it was announced. 

Inquiry among Ford’s leading 
competitors indicate that they 
contemplate no change in dis- 
counts. 


Mechanics Out 


WASHINGTON.—Shops of six 
local automobile dealers this week 
were affected by a strike of auto- 
mobile mechanics. It is estimated 
that only about 95 out of a total 
of approximately 800 mechanics 
in the city are out. 





(Continued from 


covered in petroleum which would 
make it worth 50 times its pres- 
ent price and that its use in the 
present inefficient internal com- 
bustion engine was not economi- 
cally justified. He pleaded for a 
blend of at least 10 per cent alco- 
hol with 90 per cent gasoline. 

Garvan also startled the hear- 
ers by producing copies of ad- 
vertisements of American manu- 
facturers of automobiles, trucks 
and tractors advising the public 
in certain foreign countries that 
alcohol blends cool the charge of 
gas into the engine and other ad- 
vertisements stating that the 
American made product will not 
operate satisfactorily on any other 
class of fuel. He further cited 
the case that two American gaso- 
line producers were successfully 
marketing alcohol - blended gaso- 
lines in Europe. 

Defended Gasoline 

In rebuttal, Fred A. Eldean, 
assistant to A. J. Byles, president 
of the American Petroleum In- 
stitute, defended straight gasoline 
and stated that in England blends 
were used owing to high tariffs 
and that the gasoline reserves of 
the United States were sufficient 
to last at least 25 years more. He 
stated that American motorists 
were not yet sold on the blend 
idea. But added that if the car 
manufacturers and motorists 
wanted blends, the oil interests 
would have to respond. 

Unlike the sessions last year, 
when the API challenged the 
Chemurgic Council to set up a 
fund for the development of 
blends, which was turned down, 
a similar challenge issued this 
year is expected to be accepted 
by the alcthol blend supporters. 

Meanwhile the controversy took 
on additional adherents in Ben- 
jamin T. Brooks, New York, who 
said that substitutes for gasoline 
will not come about until the 
shortage of gasoline increases the 
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F tel Blend Debate Staged Before Dearborn Meet 


Second Challenge Issued 
By Petroleum Institute 


Page 1) 

»rice to the consumer and Floyd 
I’. Kishline, chief engineer of 
Graham-Paige, who made 
a plea that chemists, engineers 
and refiners co-operate to perfect 
blended fuel which would success- 
fully take the place of gasoline. 


Farm Problem 

During the sessions the use of 
automobiles, trucks and tractors 
on farms, as creating a farm 
problem, came up on several oc- 
casions. It was pointed out that 
the automotive equipment had de- 
stroyed one of the most productive 
sources of income of the Ameri- 
can farmer in that over 14,000,000 
horses and mules on the farm had 
been displaced. Breeding animals 
for power on the farm up to only 
a few years ago accounted for a 
big per cent of the farmers in- 
come. On the other hand, it was 
shown that the automobile, tractor 
and truck had done more for eas- 
ing the life of the farmer than 
anything else. 

While the week’s sessions were 
devoted to plans for closer alliance 
between science, industry and ag- 
riculture the interest was greatly 
concentrated in the development 
of plastics for use in motor car 
construction. Several manufac- 
turers exhibited new items for 
automobile use and new chemical 
compounds involving the use of 
farm grown products. 


Automobiles came in for an- 
other part of the program when 
Howard E. Coffin, 
the Hudson Motor Car Co., and 
now head of the Southeastern 


Cotton Growers’ Assn., told of the 


use of surplus cotton for making 
roads. He explained how the 
lower and refuse grades of cotton 
when woven into road-wide 
blankets and placed on the roads 


during the past year, proved ca-| 


pable of withstanding automobile 


and truck traffic better than some | 


of the hard-surfaced roads. 


Chevrolet Pushes Drive 
To Reduce Used Car Stocks 


DETROIT.—Determined to re- 
duce dealer used car stocks by 
15 per cent per month during 
May and June, the entire Chev- 
rolet sales organization is en- 
gaged in one of the most in- 
tensive merchandising drives ever 
staged in the industry. 

The drive is divided into two 
parts. May will raise the curtain 
on the campaign to increase the 
sales of new cars by the dealers 
making a drive to move used cars 
and trucks. The objective for the 
month is a 15 per cent reduction 
in used car inventories so that 
dealers may cash in on the de- 
mand for new cars. 

The campaign is being staged 
as a nationwide competition. The 
regional managers _ supervising 
zones under them, are pitted 
against each other. Zone man- 
agers in turn are charged with 
stirring up sales activity and 
matched ffor results. District 
managers in direct touch with the 
dealers in their areas are also 
teamed up against each other in 
comparative potential districts 
and by these moves every dealer 
in the country is lined up in a 
solid front in increasing sales in 
their territories. To stimulate 
action valuable prizes have been 
set up as a reward for sales rec- 
ords as well as extra commis- 
sions for salesmen and added 
profits for the dealers and their 
sales managers. 

To set the pace for the dealers 
the Chevrolet zone and regional 
managers will also compete for 
prizes. P. R. Letts, of New York, 
however, will challenge two other 


managers, namely, J. E. 
of Philadelphia, and 


zone 
Simmons, 


J. G. Payne, of Tarrytown, N. Y. | 


Similarly, R. C. Pittman, of Okla- 
homa City, will be pitted against 
J. B. Hancock, of Houston, and 
F. C. Mengel, of E! Paso, while 
Cc. R. Milliken, of Buffalo, will 
take on L. M. Cary, of Harrisburg, 
and H. L. Beecroft, of Richmond, 
Va. 

Other zone managers are paired 
off as follows: H. J. Walsh, Bos- 
ton, vs. J. J. Maume, Syracuse; 
F. W. Williams, Pittsburgh, vs. 
G. R. Weeks, Baltimore; D. C. 
Corbin, Norwood, vs. F. J. Mc- 
Clees, Flint; C. J. Peters, Louis- 
ville, vs. T. D. Hunter, Charlotte; 
C. D. Asbury, Columbia, vs. P. 
Sever, Birmingham; F. N. Phelps, 
Los Angeles, vs. Abe Parker, Oak- 
land; S. M. Johnson, Portland, 
Ore., vs. R. D. Wilson, Seattle; 
C. E. Bradley, Kansas City, vs. 
F. A. Hoel, Wichita; R. W. Hill, 
Chicago, vs. O. E. Nonn, Minne- 
apolis; K. H. May, Providence, vs. 
E. W. Timper, Portland, Me.; 
W. J. Graveson, Detroit, vs. R. M. 
Campbell, Cleveland; L. F. Voll- 
mer, Charleston, vs. E. W. Berger, 
Indianapolis; W. J. Kane, Jack- 
sonville, vs. C. C. Carr, Atlanta; 
H. C. Howard, Dallas, vs. W. V. 
Shell, New Orleans; A. A. Turner, 
Great Falls, vs. P. M. Seese, Salt 
Lake City; T. F. Brown, St. Louis, 
vs. C. G. Smith, Memphis; A. W. 
Famular, Denver, vs. I. X. Sarvis, 
Omaha; J. L. Connell, Des Moines, 
vs. L. V. Bierk, Janesville; D. H. 
Smith, Fargo, vs. R. C. Watson, 
Davenport. 


formerly of | 





| General Motors Truck Co. 
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A BOUQUET OF VEGETABLES went to C. T. Scannell, 


Buick 


general manufacturing manager on the celebration of his 30th anni- 
versary with the company. Banquet guests shown in the picture are 


O. W. Young, general superintendent, extreme left; Scannell; 


W. F. 


Hufstader, general sales manager, and Harlow H. Curtice, president, 


Chrysler Dealers Move 
Used Cars at New High 


for the four weeks in April were 


DETROIT.—The brisk business 


in new cars being enjoyed by 
Chrysler and Plymouth dealers 
has resulted in a new all-time 
high in the sale of used cars by 
this dealer body, it is reported. In 
the four-weeks period ending Apr. 
25, Chrysler dealers reported the 
delivery of 34,633 used cars, the 
largest number ever disposed of 
over a similar period. 

Used car deliveries by weeks 


Nash Announces 
Several Changes 


In Sales Staff 


(C eninuel. from Page 1) 


with Studebaker, General 
Motors and Dodge. Since he be- 
came associated with Nash 
Motors in 1922 he has held a 


ities 


| number of important posts in the 


selling organization. 
Arnold began his career in the 


| automobile field with the Ford 


Motor Co. at Pittsburgh. Subse- 
quently he was Ford branch man- 


took charge of the sales for the 
in the 
capacity of vice-president. Arnold 
was also associated with the 
Buick-Olds-Pontiac Sales Co. as 
regional manager, and most re- 
cently has had charge of Buick 
operations in the Chicago area. 

Storrs J. Case has been trans- 
ferred from the position of East- 
ern sales manager to the position 
of Southern sales manager, hav- 
ing charge of operations in the 
southern part of the country. 

M. N. Larson continues as Pa- 
cific Coast sales manager, with 
headquarters at Oakland, Calif. 
T. E. Chancellor, who has been 
Western sales manager until re- 
cently, has resigned. 


Butter ‘Counts 


Way Down Under 


TOLEDO.—A merica should 
sandwich its automobiles with 
butter if it would increase its 
trade with New Zealand, in the 
opinion of Victor C. Bedford, gen- 
eral manager of Campbell Motors, 
Ltd., Auckland, New Zealand, 
distributors for Willys - Overland 
cars in that country. 

Bedford made this statement 
during a visit this week with 
officials of the Willys-Overland 
Co. here. 

“Butter is the business barom- 
eter of New Zealand,” Bedford 
said. He explained that the pros- 
perity of the island country de- 
pends largely upon the dairy in- 
dustry. 


|as a used car problem,” 








| car 
acted in various executive capac- | 





as follows: Apr. 4, 9,267; Apr. 11, 
8,653; Apr. 18, 8,253; Apr. 25, 8,460. 

As a result of this market for 
used cars, the total supply now 
in Chrysler dealers’ hands, though 
it is numerically larger than a 
year ago, is reported at about five 
and a half weeks at the current 
rate of delivery. 

“So far as Chrysler dealers are 
concerned, there is no such thing 
said J. 
W. Frazer, vice-president of the, 
Chrysler Sales division of the 
Chrysler Corp. “Our unprecedent 
new car deliveries naturally bring 
in a large number of used cars, 
but the ratio of new car and used 
sales remains normal and 
dealers are moving used cars at 
prices that mean a satisfactory 


| condition of business. In the last 


three months or so we have cut 
the number of weeks’ supply of 
used cars from approximately 
nine down to five and a half.” 


— . T 
s ‘ s M: ster | 
as tae Gk ae tee Edison Names Manchest 


Sales Manager of Emark 


KEARNY, N. J. — A. A. Man- 
chester has been named sales 
manager of the Emark Battery 

division 
Thomas A. Edi- 
son, Inc., it was 
announced this 
week. Man- 
chester succeeds 
E. H. Green who 
has resigned. 
Manchester 
has been associ- 
ated with the 
Edison indus- 
tries for 16 years 
A.A.Manchester and for the past 
four years has been assistant to 
the division manager of the Edi- 
son-Emark battery division in this 


city. 


Pontiac Sales 
For First 10 Days 
Reach 6,054 Cars 


DETROIT.—Pontiac retail de- 
liveries during the first 10 days of 
May totaled 6,054 units as com- 
pared with 5,060 in the same 
period of May, 1935 and 5,434 in 
the first 10 days of April this 
year. 

Retail deliveries during the cur- 
rent month now seem likely to 
reach a total of 21,000 as com- 
pared with 19,512 units in April. 
The May figure, if reached, would 
be about 25 per cent ahead of 
May last year. 


of} 





Packard Decianea 
Cash Dividend 
Payable July 1 


DETROIT. Directors of the 
Packard Motor Car Co, Wednes- 
day declared a cash dividend (15 
cents a share) totaling $2,250,000, 
payable July 1 to stockholders of 
record June 6. 

On Feb. 11 this year the com- 
pany also paid a cash dividend 
(10 cents a share) totaling $1,- 
500,000, so that dividend disburse- 
ments announced this year aggre- 
gate $3,750,000. There are 15,000,- 
000 shares of stock outstanding. 


“The action taken on dividends 
by Packard directors this year,” 
said Alvan Macauley, president, 
“are direct indications of the 
company’s favorable earnings, its 
greatly increased volume of sales 
and its future earning outlook. 

“In March, 1935, we began pro- 
duction of the Packard 120. By 
the end of the year this car had 
attained second place in its price 
class, and now it occupies first 
position. The Packard company’s 
production in 1935 totaled 52,256 
cars, compared with 6,071 cars in 
1934. During the first quarter of 
1936 Packard’s production in- 
creased 279.2 per cent over the 
corresponding period of 1935, but 
the 120 had not gone into volume 
production in the 1935 period. In 
April, 1936, there was an increase 
in production of 58.6 per cent over 
April, 1935, during which time 
volume production on the 120 had 
been reached. The gain in Pack- 
ard production this year com- 
pares with the industry’s total 
passenger car production gain of 
15 per cent for the quarter. In 
April the Packard company es- 
tablished its all-time monthly pro- 
duction record. 

“The reflection of these devel- 
opments on earnings is shown by 
a net profit for 1935 of $3,315,622, 
which was added to earned sur- 
plus. Net earnings after all 
charges totaled $1,248,029 for the 
first quarter of 1936, and cash and 
marketable securities were more 
than double on Apr. 1, 1936, those 
as of Apr. 1, 1935, being $12,628,- 
280, as compared with $6,261,596. 
This increase was despite the pay- 
ment of the $1,500,000 dividend in 
February.” 


French Treaty 
Is Expected To 
Restore Exports 


By WILLIAM ULLMAN 


WASHINGTON. — Drastic re- 
duction in the duties imposed by 
France upon automobiles is the 
most important single feature of 
the new Franco-American com- 
mercial agreement, details of 
which were announced here this 
week. 

According to the Department. of 
State, under the new treaty the 
duty on chassis for passenger cars 
will be lowered 50 per cent and a 
quota of 3,062 quintals (one quin- 
tal equals 220.4 pounds) will be 
established annually in addition 
to the present quota of 932 quin- 
tals. Other quotas include pas- 
senger cars with bodies, 3,331 
quintals; bodies and parts of 
bodies, 3,419 quintals. Both of 
these are in addition to the pres- 
ent quotas of 6,512 quintals and 
4,848 quintals, respectively. 

The American products chiefly 
affected by the treaty in addition 
to automobiles and certain agri- 
cultural products, include radios, 
agricultural machinery, and other 
types of machinery. American 
tariffs have been lowered on a 
number of French luxury prod- 
ucts, on some of which the re- 
duction matches the 50 per cent 
set in for French takings of 
American automotive products. 





NADA Reports $14. 93 New Car Net Profit 
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Losses More Than Offset 
By Service Dept. Business 


(Continued from Page 1) 


slightly more than 6 per cent of 
all cars registered during the 
year. The new car’ volume 
amounted to $171,165,350 and these 
dealers suffered a net loss of 
$1,731,874 on combined new and 
used car operations. The net ag- 
gregate profits from all retail de- 
partments was placed at $3,008,- 
855, or 1.02 per cent of total sales. 


Overallowances on used cars 
were the major factors contribu- 
ting to this loss, the report points 
out. These dealers paid out $4,- 
278,271 more for used cars than 
they were sold for, and in ad- 
dition spent $12,082,219 for hand- 
ling and selling this merchandise. 
Other costs included new car sell- 
ing expense which absorbed $22,- 
701,456; “clean-ups” and “fleet” 
discounts consumed $2,116,108 of 
the gross margin originally avail- 
able. Used car losses amounted 
to $75.14 per new car sold. New 
and used car selling expenses 
combined exceeded total gross 
margins available, resulting in an 
average final net loss of $8.59 per 
new unit sold. 

On their total retail operations, 
including all departments, the 
article states that these reporting 


dealers earned a final net profit of 
| $3,008,855, or 1.02 per cent of total 
sales volume. The total volume 
of all retail departments aggre- 
gated $296,464,870. 


GM Fleet Sales 
During April 


Best in History 


DETROIT. C. E. Dawson, 
president of General Motors Fleet 
Sales Corp., of this city (the Gen- 
eral Motors division that handles 
the sale of passenger cars and 
trucks to large national commer- 
cial fleet users), has announced 
that deliveries for April exceeded 
by 12 per cent the best month in 
the history of this division. Sales 
for the first four months of 1936 
were 41 per cent ahead of the 
same period of 1935. 


“The volume of business being 
transacted this year by our divi- 
sion is indicative of improved 
business conditions in the varied 
lines of industries we are serving,” 
said Dawson. 








New Ford Rotunda Open 
To the Public Saturday 


DETROIT.—A special pre-view 
of the new Ford Rotunda, Thurs- 
day, for newspapermen, and an- 
other for invited guests of the 
Ford Motor Co., Friday, preceded 
the formal opening of the edifice 
to the general public on Satur- 
day. 

The Rotunda is built of steel 
and Indiana limestone. It is lo- 
cated on a 13%-acre lot directly 
across Schaefer Road, Dearborn, 
from the Ford Administration 
building. The building itself con- 
sists of a gear-shaped central 
section, rising to 110 feet in 
height, with setbacks at 80, 90 
and 100 feet, and south and north 


wings. The central section is 215 | 


feet in diameter and surrounds a 
central court or patio, 92 feet in 
diameter. With the wings in- 
cluded, the extreme length of the 


structure is 424 feet. The wings | 


are 83 feet 4 inches in width. 


Floor area is approximately 36,-| 


000 square feet. 

Construction began in the 
spring of 1935. The steel frame- 
work was largely that of the Ford 
Rotunda of somewhat similar de- 
sign at the Chicago World's Fair, 
visited by 12,000,000 people in 
1934. Nearly all of the rest of the 
structure is new. In its construc- 
tion 114,000 square feet of cut 
Indiana limestone were used. 

A five-doored main entrance 
complemented by a marquee and 
six supporting pilasters of stain- 
less steel is the only break in the 
sheer stone face of the central 
section. Above each door a sculp- 
tured white figure in base-relief 
against a blue panel, is set. The 
life-size figures symbolize Power, 
Beauty, Speed, Safety and Thrift. 
They are illuminated at night by 
lightwells in the under-roof of 
the marquee. 

The structural design and in- 
terior decorations are in the mod- 
ern style. The predominant in- 
terior color motif is deep blue 
and stainless steel. 

Within the building is a little 
theater in the south wing, seat- 
ing 388 persons. The theater is 
wired for sound reproduction of 
motion pictures and for radio 
broadcasting and reception. 

Opposite the main entrance to 
the Rotunda is an open public 
lounge, a half-circle wing off the 
concourse, Its walls are paneled 


horizontally in five shades of blue 
by narrow gold leaf moldings. 


There are attractive tiled rest 
rooms for men and women. 

The central Court of the World 
is not roofed. The Ford World, a 
20-foot revolving globe showing 
the location of the Ford industries 
in the various countries of the 
earth, is located here. Within this 
court the flags of 32 nations ap- 
pear on the wall. The flooring 
here is of crab-orchard flag- 
stones. Inside the building the 
flooring chiefly used is linotile. 

The most impressive features 
of the concourse around the in- 
terior of the central section are 
|the 32 immense photographic 
murals, and the two dioramas 
rising from the floor—one with 
12 typical scenes from countries 
of the Pacific Ocean, the other 
with a similar number of scenes 
showing the production of raw 
materials entering into the man- 
ufacture of Ford products. 


A large number of other ex- 
hibits, showing Ford machines, 
methods and products, and a wide 
range of Ford V-8, V-12 Lincoln- 
Zephyr and Lincoln V-12 auto- 
mobiles are in place. One of the 
features of the north wing, in the 
exhibition room, is a relief map, 
30x30 feet, of the middle section 
of North America. Moving mod- 
els on its surface show how raw 
materials are brought to the 
Rouge plant and how the finished 
product is distributed. 

At night mobile color lighting 
of the three setbacks of the cen- 
tral section will be seen. The 
apparatus controlling this mobile 
lighting permits of 72 three-color 
combinations every 15 minutes. 
This is obtained by the use of 
7,823 lamps of a total wattage 
of 1,179,600. 

The Rotunda will serve as the 
public entrance to the Ford Rouge 
plant. The visitors will be wel- 
comed here. After seeing a brief 
sound motion picture serving as 
an introduction to the plant and 
inspecting the Rotunda itself, 
they will be taken in buses or 
cars to the plant itself, a short 
distance away on Schaefer Road. 

A staff of 125 persons, includ- 
ing guides, will operate the Ro- 
tunda and care for the visitors. 











THIRTY “VOICE OF SAFETY” Oldsmobiles this week were used 


by New York City in a safety campaign. 
William Crossley, Oldsmobile zone manager, who 
thanked by Commissioner Lewis J. Valentine. 


The cars were presented by 
is shown being 
Interested spectators 


are First Deputy Harold Fowler and Captain William Kent, head of 


the Police Safety Bureau. 


Oldsmobile’s “‘White Fleet’’ 
Launches Satety Campaign 


DETROIT. — Simultaneously in 
New York and Detroit, Oldsmo- 
bile this week launched a nation- 
wide safety campaign. 

Fifty-five Oldsmobiles, specially 
equipped with public address sys- 
tems and specially painted in 
white, are being used by the po- 
lice departments in these two 
cities. They will be turned over to 
the police of other large metro- 
politan areas after a safety cam- 
paign in New York and Detroit. 

In New York the cars made 
their first appearance in the 
Safety parade staged by the New 
York police department to bring 
home the necessity for caution on 
the streets of the city. 

In Detroit they were turned 
over to Commissioner Heinrich 
Pickert by C. L. McCuen, Oldsmo- 
bile president. 

In each city they will be used 
to point out the common errors 
of drivers and pedestrians, in the 
belief that education’ holds the 
answer to the traffic problem. 

Among the cities to be visited 


| by the Voice of Safety fleet are 


Chicago, Philadelphia, Boston, 
Pittsburgh, Washington, Albany, 
Buffalo, St. Louis, Cincinnati, 
Cleveland, Indianapolis, and scores 
of others in eastern and mid- 
western states. 

One fleet of cars will also be 
sent to Dallas for use by the po- 
lice there in regulating traffic for 
the Texas Centennial Exposition. 
Another will be used in Indian- 
apolis for the special traffic on 
Memorial Day when the annual 
auto racing classic will be held. 
Others will be utilized by the po- 
lice of Cleveland and Philadelphia 





FOR HEROIC ACTION in aid- 
ing recovery, the National Ma- 
chine Tool Builders Assn, was 
awarded first honors for the out- 
standing achievement by a trade 
association during the past three 
years, by the American Trade 
Assn, executives last week. This 
symbolic brass medalion was pre- 
sented by Hon. Daniel C. Roper, 
Secretary of Commerce of the 
United States. 





at the time of the national po- 
litical conventions. 

Everywhere police authorities 
have welcomed the idea of the 
Voice of Safety drives as a real 
contribution to motoring safety. 
Numerous requests from cities 
throughout the country already 
have been received for the use of 
the cars. 

“Oldsmobile is only too glad to 
make this contribution to safety 
education,” said D. E. Ralston, 
Oldsmobile vice president and 
general sales manager. “We feel 
that safety education is extremel¥ 
helpful in the control of traffic 
accidents. Statistics show that an 
ever increasing percentage of ac- 
cidents are due to the carelessness 
of pedestrians. This plan aids po- 
lice in pointing out to pedestrians 
the need for care. 

“A specially trained safety rep- 
resentative has personal charge 
of each unit of five cars. This man 
co-operates with the police in 
every way and we feel sure that 
the various campaigns which po- 
lice will stage will have a fine ef- 
fect in the many cities where 
these “Voice of Safety” cars are 
used. 


Utah Board Tests 


Its Power to 


Regulate Trade 


SALT LAKE CITY.—The Utah 
State Recovery Board, formed by 
authority of the Utah Recovery 
Act of 1933 and amended in 1935, 
has decided to test its powers of 
regulation in the courts, and a 
case will be tried in the very near 
future, it was announced this 
week. The act was patterned after 
the NRA. Following the collapse 
of the federal law, through ac- 
tion of the Supreme Court of the 
United States, the state recovery 
officials have been contented to 
use moral suasion and advice 
rather than take violators into 
court. 

Selling below cost; false or mis- 
leading advertising, in all its var- 
ied forms; violations of the Sun- 
day closing law; violation of labor 
laws and regulations; these are 
among the offenses that the board 
recently announced its intention 
of doing battle with. Its below- 
cost rules have been based on a 
state law forbidding monopolies. 
It is argued that below-cost sell- 
ing eliminates individual or 
weaker firms and creates a 
monopoly for the big ones. Sun- 
day closing is to be viewed from 
the standpoint of fair trade prac- 
tices rather than as an offense 
against religion. The churches 
have not shown any interference 
or interest in this matter. 








F er Plant 
Reopening Plans 


Show Progress 


SYRACUSE, N. Y. — Persons 
here acquainted with plans of A. 
J. Brandt, of Detroit, and Alfred 
R. Glancy, of Bloomfield Hills, 
Mich., for reopening the Frank- 
lin automobile plant are opti- 
mistic concerning the _ project, 
following a visit paid to Syracuse 
by Brandt and Gordon Lefebvre, 
also of Detroit, this week. 


After a talk with Brandt and 
Lefebvre, Mayor Rolland B. Mar- 
vin said: “There are indisputable 
evidences of progress since the 
last time they were here.” 


Brandt exercised an option for 
the purchase of the Franklin 
property, from Franklin Motors, 
Inc., last March, and it is stated 
in well-informed quarters that 
the balance of the purchase price 
will be paid within the next few 
weeks, and that Brandt will an- 
nounce the new Franklin pro- 
gram through his Syracuse at- 
torney, Ben Wiles. 


It is reported that the program 
calls for the production of pas- 
senger cars and trucks priced in 
the lower brackets. For weeks 
engineers have been engaged in 
preparing manufacturing cost 
schedules and working out other 
production details. 


Name Kaltwasser 
Head of Marvel; 
Firth New V.-P. 


CHICAGO.—Following the an- 
nouncement of C. M. Kaltwasser 
as president, the Marvel Carbure- 
tor Co., Flint, . 
Mich, a subsidi- 
ary of Borg- 

Warner Corp., 
announces the 
names of other 
newly elected 
officers and di- 
rectors. Shifts 
in personnel 
were made by 
the board of di- 
rectors at their 
annual meeting. 

Elected as vice-president and 
assistant general manager was 
David Firth. Other vice-presidents 
chosen were D. P. Molony and 
Harry Strohm. Mathew Keck was 
named as secretary and treasurer, 


‘W. M. Pierson as assistant treas- 


urer and U. R. Warjakka as as- 
sistant secretary. 

Directors elected at the meet- 
ing, in addition to Kaltwasser and 
Firth, were H. E. Blood, C. S. 
Davis, D. D. Francis, O. I. Larson 
and G. A. Shallberg. 

Kaltwasser has held important 
position with a number of con- 
cerns during his career as a 
manufacturing executive, 17 years 
of which have been in the auto- 
motive industry. These associa- 
tions include the Spicer Mfg. Co. 
from 1917 to 1919, vice-president 
and general manager of the Salis- 
bury Axle Co., from 1919 to 1930, 
and general manager in addition 
of the Brown-Lipe Gear Co. in 
1928. From 1930 to 1933 he was 
vice-president of the Timken-De- 
troit Axle Co. He then joined the 
Cord interests as executive vice- 
president of the New York Ship- 
building Corp., in which position 
he still serves. He will take the 
presidency of Marvel Carburetor 
Co. June 1. 

Firth has been with Marvel 
since 1920, starting as an experi- 
mental engineer and advancing 
to the positions of chief engineer 
and vice-president in charge of 
engineering. Molony, Strohm and 
others of the newly elected of- 
ficers have been with the company 
for a number of years. 





Favor 


Many 


Prices in Advertising 


ADN’S Inquiring Reporter This Week Asked | 


The Followin 

Would you favor advertisi 
rather than FOB prices? 

If the Inquiring Reporter’s 

you, your comment would be 

your views on these questions. 


DETROIT.—Considerable 


among dealers as to the advantages and disadvantages of 
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Inquiring 1 Reporter Find Finds Dealers Split On FOB 


»1r Delivered 


g Questions: 
ng delivered prices of cars 


query did not get around to 
appreciated. Please write us 


difference of opinion exists 


CHRYSLER DEALERS from the Chrysler-New York Co.’s terri- 





advertising delivered prices of automobiles or standardiz- 


ing on equipment on cars 
many dealers feel that such 
disputes between dealers and 


advertised as FOB. While 
a program would end many 
prospects over the disparity 


between current advertised prices and delivered prices, 
others feel that the public has come to understand the 


present arrangements and that a@— 


change to delivered prices would 
give the impression of a general 
increase in prices. 


Then too, there are those who 
feel that the dealer under the 
present plan can make a few 
dollars in the sale of added equip- 
ment whereas if the car were 
fully equipped and at least suf- 
ficiently fitted out to take the 
road such profits would be lost. 
By and large, ADN’s Inquiring 
Reporter finds that if a change in 
pricing is to be made, dealer 
would prefer “at your door prices” 
rather than a standardized FOB 
equipment listing. 

Below are given some views by 
representative dealers. ADN in- 
vites your comment on this| 
matter. 

* * * | 

Clifford M. Bishop, president, 
Bishop, McCormick and Bishop, 
Plymouth and Dodge, Manhattan 
and Brooklyn: “This would be no! 
time to change from the advertis- 
ing of FOB prices to delivered 
prices. Indeed, it would be a ca- 
Jamity to change the present sys- 
tem before the introduction of 
new models. If all manufacturers 
would agree to advertise delivered 
prices, we would like to see the 
change, but when the 1987 cars| 
are brought out. As to what con- 
stitutes a complete car, every car | 
should have its price include | 
what normally goes with a motor 
car for safe operation.” 


* * 


J. R. Crow, Chevrolet, Chico, 
Calif.: “I think it is entirely up 
to the manufacturer to decide 
whether the FOB or delivered 
price is advertised. However, I 
can see many reasons, why it 
would be impractical to follow the 
latter course. Here in California 
we have to figure the state sales 
tax as well as registration tax 
and license fee in addition to 
freight and handling cost. We 
have to start somewhere, and I 
personally believe the place to 
start is with the FOB price. We 
have to figure each deal sepa- 
rately and there would be as 
much difficulty in figuring on the 
delivered price as on the FOB 
price. Besides, there should be no 
uniformity of prices and it would 
be confusing to the public to see 
one price advertised in local 
papers, another in San Francisco 
and Oakland papers, and still an- 
other in the national magazines. 
It is my opinion that we should 
advertise the lowest FOB price. 
in the case of higher priced cars 
it may be different but as for cars 
in the low price field, the price 
appeal is paramount, so why not 
base that appeal on the lowest 
FOB price?” 


a 


* * | 


Harry Pahl, president Pahl | 
Motors, Inc., Ford, Chico, Calif.: 
“If everybody advertised at your 
door prices it would be much bet- 
ter. That is what the customer 
wants to know, so why not tell 
him what he will have to pay on 
delivery. Of course, it would be 
impossible to use delivered prices 





| the dealer handle the delivered 
| price situation. 


| the car look too high. I consider 


| might as well make a complete | 
| job of it by including them also 





in national advertising but it 
could be done in all local copy. I 
believe the complete equipment 
of all standard models should in- 
clude spare tire and tube, tire 
cover and lock and bumpers, both 
front and rear. Without this 
equipment, no car can possibly 
be called complete. In deluxe 
models you run into dual horns 
and other’ special equipment 
which is another story.” 


1 of 


B. G. Sykes, Bird-Sykes Co., 
Graham, Chicago: “I am in favor 
of leaving advertised price quota- 
tions on new cars as they are; in 
other words, quote the FOB) 
prices without equipment and let 


* 


Quoting of de-| 
livered prices has been tried at | 
times in Chicago and it has not 
proved successful because it 
failed to enlist wide support 
among the various makes of cars 
and in addition made the price of | 
the present method as good mer- | 
chandising.” 


* 


Fred Emich, 


* * 


Emich Motors | 
Corp., Chevrolet, Chicago: “I say | 
let’s either keep the _ present | 
method or else go all the way. If | 
we're going to use FOB prices} 
that include everything except | 
freight and handling charges, we 





and thus quote delivered prices 
to cover equipment. Once in a | 
while we run into some customer | 
who complains at the spread be- 
tween FOB prices omitting equip- 
ment and delivered figures in- 
cluding it, but for the most part 
the public is educated to expect 
that and takes it for granted that 
there are several hundred dollars 


difference.” 


* * * 


R. H. Keeling, Studebaker Sales 
Co., Studebaker, Chicago: “In 
my opinion, the FOB prices 
should be quoted on the basis now 
generally used, but in such quota- 
tions the factories and dealers 
should be frank with the public 
by listing the items that cost 
extra, such as the equipment, 
freight and handling charges. The 
exact equipment that comes on 
any specified car should be stated 
in the advertising of all makers. 
including spare tire, bumpers and 
whatever else is furnished as 
compulsory. I am especially anx- 
ious to see the factories include 
the advertising charge in the 
FOB price, increasing its accord- 
ingly and have the customer in- 
stead of the dealer absorb it.” 

* oe 


Edward E. Bates, president, 
Bates Chevrolet Co., Chevrolet, 
The Bronx, New York City: “I 
have never been in favor of quot- 


* 


| have always been considered ex- 


| is included, and ‘everything’ takes | 





ing anything except FOB prices. 
I prefer to have the present price 


| system remain as it is. If the de- 


livered prices of cars were sub- 
stituted for FOB prices, dealers 
in certain areas would be seriously 


tory and from the Fort Dodge, Ia., 


region paid a two-day visit to the 


Chrysler plants Tuesday and Wednesday. New York sent 158 and 
Fort Dodge 26. Following inspection of the plants, and entertainment 
by the Chrysler Sales Division, the visiting dealers drove away 182 


Chrysler cars. This picture shows 
factory on Jefferson Ave. 


the entire group at the Chrysier 





handicapped, especially those on 
the higher priced side of a divid- 
ing line. Say, one of the dividing 
lines for delivered prices fell be- 
tween Manhattan and the Bronx, 
with prices in the Bronx lower 
than in Manhattan, how many 
cars do you figure would be sold 
in Manhattan? If there were $10 
difference between the delivered 
prices of cars in New York and 
Albany, with the advantage in 
favor of Albany, due to a lower 
freight rate, you would even find 
the New York City buyer going 
up there to get his new car! 
“There should be no equipment 
at all outside of tools. Just the 
car itself—no extra wheel, no 
bumpers. These and other items 


tra, and I think they should con- 
tinue so. I believe the public rec- | 
ognizes that they are not an in- 
tegral part of the car, and the 
public expects to pay extra for | 
them,” 





* *#* # 


J. J. Hart, president, J. J. Hart, 
Inc., Ford, Brooklyn, N. Y.: I 
prefer advertising the delivered | 
price providing that everything | 


in freight and handling. Under 
the present system there is al-| 
ways some discussion with the 
customer as a result of the gap | 
between the FOB price, which he | 
gets first, and the delivered price, | 
which has to be put before him | 
sooner or later. A complete car | 
should include bumpers, extra 
shoe, tire cover, windshield wiper, | 
mirror and speedometer, for they 
are on the car and the purchaser | 
of the car has to have them in| 
order to operate with safety and 
efficiency.” 
* 
Joe Triggs, manager, White 
Motor Co., De Soto and Plymouth, 
Lincoln, Neb.: “I'll take the FOB 
price covering everything except 
freight and handling costs. I do 
believe the FOB price advertised 
by the factory should include all 
standard equipment such as spare 
tire, bumpers and horn, while, of 
course, heaters, radios and such 
would be extra. If the customer 
saw our car advertised by the 
manufacturer at such and such 
a figure and then observed our 
local advertising with a laid- 
down price he would think there 
was something screwy as con- 
cerns the difference of several 
hundred dollars. If all standard 


* * 


|extra heading.” 
* 





equipment is included in the FOB 
advertised price this problem is 
practically eliminated. 


* * 


J. C. Higgins, manager, Lord 
Auto Co., Graham, Lincoln, Neb.: 
“Would favor advertising price of 
standard equipped car delivered 
in Lincoln. We occasionally run 
up against the customer who 
wants to see our ‘$595’ car, and 
when we tell him that car will 
cost him $700, he wants to know 
what we advertised the other 
figure for. The intelligent buyers 
understand the situation, how- 
ever, and such customers are in 
the big majority. 

“It appears to me the manu- 


* 


facturer is kidding himself when 
he advertises a car at a price 
which doesn’t include the bare 
necessities such as bumpers, 
spare tire and wheel, and wind- 
shield wiper. The customers are 
interested in how much a car 
ready to drive away will cost. In 
keeping with this buyer attitude, 
the advertised price should in- 
form the buyer exactly how much 
the cost is in his own home town. 
There is entirely too much ex- 
plaining for the dealer to do 
when a spread of several hundred 
dollars exists between the factory 
advertised price and the laid 
down price with car standard 
equipped. 

“When the factory advertised 
price on FOB basis_ includes 
standard equipment, the situation 
is considerably improved from the 


| dealer standpoint, but I still think 


the local delivered price is best 
from an advertising standpoint. 
Standard equipment should in- 


{clude bumpers, single windshield 


| wiper, spare tire and wheel, etc., 
although dual equipment where 
| wipers and tail lights are con- 
cerned, and bumper guards, etc., 
may logically come under the 


* * 


W. R. Mowbray, president, Mow- | 


bray-Wingo Co., Dodge and 
Plymouth, Lincoln, Neb.: “I can’t 
see where it would make a great 


deal of difference either way, but | 


personally I would prefer adver- 


tising the delivered price in this | 


community. This, of course, 


| should include all necessary equip- 


ment. On the other hand, I can 
see where advertising the de- 
livered price would be impractical 


from the factory standpoint and, | 


possibly, from the dealer view 
too. 

“Much of the automotive ad- 
vertising is factory prepared, and 
to figure out the various delivered 
prices in order to make up ad- 
vertising formats for the different 
parts of the country would be en- 
tirely infeasible. Also, the varia- 
tion in delivered price in even a 
single state might cause trouble 
for the dealers farthest away 
from the factory. For example, 
the customer in Sidney, Neb., 
would want to know why a dealer 
in Lincoln was advertising the 
same car $25 to $50 cheaper. De- 
spite certain advantages of ad- 
vertising the delivered price, 
where dealers are concerned, I 
don’t believe the plan would work. 
The present FOB system appears 
to be the logical way, but the 
manufacturer should include 
needed equipment in such adver- 
tising. 

“Equipment needed to make a 
complete car should _ include 
wiper, bumpers, spare tire and 
wheel, horn, etg¢., but here again 
is room for argument. In our own 
case, we include dual windshield 
wiper and tail lights as standard. 
The reason is that two-thirds of 
our customers want such equip- 
ment, and the other third are 
ready to take it. The second 
wiper lists at, say, $5, and can be 
installed at the factory with very 
little extra cost, whereas we 


| Ormsby Chevrolet Co., 


| sale. 


| financial man 





would have to slap another $5 
onto the price if we made the in- 
Stallation in Lincoln. Thus we 
figure we are doing the best thing 
by having such equipment in- 
stalled on our cars at the factory. 
Obviously there are details of the 
standard equipment question 
which must be settled by the dealer 
according to his best judgment.” 

os 


E. C. Spires, sales manager, San 
Antonio Buick Co., San Antonio, 
Tex.: “I believe that until there 
is a change in what is at present 
known as fully equipped it is bet- 
ter to leave things as they are. 
There is too much of a difference 
of opinion on what constitutes 
fully equipped cars. Some cars 
advertised as fully equipped are 
lacking in safety glass, dual wind- 
shield wipers, duco fenders and 
other improvements and acces- 
sories that in other cars are 
standard equipment. There should 
be a definition for standard equip- 
ment that applies to all.” 

* 


* * 


* 


Louis Davis, sales manager, 
Hall-Chaney Co., Dodge and 
Plymouth, San Antonio, Tex.: “I 
am greatly in favor of the old 
Hudson and Terraplane policy of 
at your door prices. This gave the 
customer the exact amount he 
had to pay and eliminated a lot 
of confusion and unpleasantness 
in the final arrangements. If we 
had one price for cars delivered 
at your door I believe the situa- 
tion would be much better.” 


+ 


* 


od 
Mike Persia, general manager, 
San An- 
tonio, Tex.: “I would prefer that 
the arrangements stay as they 
are with the dealer having the 
opportunity to sell some acces- 
sories to go with the new car 
On many sales the dealer 
will make a good profit on his 
accessories.” 


* 


Wallace Shem 
New President 


Of Hupp Motor 


(Continued from Page 1) 
10 days and it is likely that some 
statement will be made to stock- 
holders at that time regarding 
future plans. 

Zwiener has been active as a 
in the automobile 
industry for 18 years. He was as- 
sistant comptroller of Chevrolet 
from 1918 to 1921, comptroller of 
Durant from 1921 to 1930, comp- 
troller of Continental Motors from 
1931 to 1934 and has been with 
Hupp since then excepting for a 
short period last year. 


He succeeds Vernon Drum who 
was elected president last year 
but who resigned after the plant 
closed pending appeal of the liti- 
gation involving Archie M. An- 
drews, former director, to the Cir- 
cuit Court of Appeals at Cincin- 
nati. A decision last week in this 
litigation favorable to the com- 
pany caused resumption of ef- 
forts to secure additional working 
capital and reopen the plant. 


War Department 
Awards $264,270 
For 247 Trucks 


WASHINGTON. Con- 
tracts for 247 trucks to cost 
$264,270.73 were announced by the 
War Department this week. 


The individual orders follow: 


Thirty-nine trucks for the RO 
TC, Chevrolet Motor Co., $25,- 
280.65; 148 trucks for the National 
Guard, General Motors Truck Co., 
$177,994.32; 36 trucks for the RO 
TC, White Motor Co., $36,917.28, 
and 24 trucks for the ROTC, Fed- 
eral Motor Truck Co., $24,078.48. 
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Wide Auto Employment Fluctuations Eliminated 


Record Since November 


Shows High Stability 


DETROIT. _ Wide fluctuations | 
of employment in motor assembly 
plants, one of the major problems 
faced by the industry in recent 
years, has been eliminated this 
spring, according to the Automo- 
bile Manufacturers Assn. 


Reports covering the first six| 


months of 1936-model production 
show that, in contrast to the large 
swings in the number of men at 
work from month to month dur- 
ing recent spring seasons, the 
industry cut down the maximum 
variation of employment from 
last November, when production 
got well under way, through April, 
to less than 20,000 from highest 
to lowest point. 
Earnings at New High 

As a result, the average earn- 
ings of more than 350,000 work- 
ers moved into new high ground 
for recent years; the proportion 
of temporary jobs has been 
greatly reduced; and plant effici- 
ency has been high, with both 
labor turnover and factory acci- 
dent rates curtailed to a marked 
degree. 

This performance was primar- 
ily the result of the industry’s 
stabilization program which 
brought introduction of new mod- 
els in November instead of at the 
traditional January show date. 

An important aspect of this 
year’s record, however, is that 
the stabilization program did not 
eliminate fluctuation in volume 


of factory sales, which continued | 


to respond in considerable meas- 
ure to changes in consumer de- 
mand. 


The November introduction of | 
new models brought an autumn | 


rush of buying which exceeded 
expectations of the manufactur- 
ers. Then the prolonged and 
severe winter restricted consumer 
demand for new cars. 
weather brought a second wave 
of buying. 
Forces Kept at Full 

The plants kept their forces at 

work during dull weeks in Janu- 


ary and February, partly by ex-| 


panding the practice of producing 
sub-assemblies, motors, transmis- 
sions, axles and other parts in 
advance of need, and by building 
up field stocks of cars. As a re- 
sult, 
in March was met without in- 
creasing the average weekly 
working hours as much as had 
been necessary in the two pre- 
ceding spring seasons. 


Spring | 


increased demand for cars| 





Litchfield App 


AKRON, O. Production of 
250,000,000 tires, a mark un- 
equalled in the rubber industry, 
was announced by the Goodyear 
Tire & Rubber Co., last week. 

Assisting in the ceremonies as 
the 250,000,000th tire came out of 
the molds was President Paul W. 
Litchfield, who personally applied 
the tread, and other company of- 
ficials. The tire was a Double 
Eagle Airwheel, the “super” tire 
recently announced by Goodyear, 
in size 6.00-16, designed for use 
on popular-priced cars. Back of 
the production of a quarter-billion 
tires was the experience of 38 
years, during which the company 
rose from a small concern to a 
position of dominance as_ the 
world’s largest rubber company. 

Interesting figures in connection 
with production of 250,000,000 tires 
were revealed by company statis- 
ticians. 





If the tires were stacked one 
on top of the other, they would 
reach a height of 17,750 miles. 
Laid side by side they would en- 
circle the globe four and one-half 
times, or would reach nearly one- 


lies Tread 


To 250,000,000th Tire 


Need Pedestrian 
Regulation, Too, 
Frazer Believes 


DETROIT. — “The most vital 
problem confronting the various 
agencies concerned with the re- 
duction of automobile accidents 





is the preservation of the lives of 
pedestrians,’ says Joseph W. 
Frazer, vice-president of the 


Chrysler Sales division of the 


Chrysler Corp. 

“Statistics compiled by the Na- 
tional Safety Council prove that 
in approximately 45 per cent of 
the fatalities caused by automo- 
biles, the victims are pedestrians. 
And there can be no doubt that 
a very large percentage of these 
fatalities could be prevented if 
pedestrians would exercise just 
ordinary caution. 

“Writing in the April issue of 
the Review of Reviews, Carl F. 
Zeigler presents some startling 
facts regarding pedestrian fatali- 
ties. ‘When pedestrians are killed,’ 
he says, ‘it is not murder, but 
suicide. That’s right. In say 85 
cases out of 100 it’s suicide.’ 

“Statistics further show that in 
cities of over 10,000 population, 
67 per cent of the persons killed 
in automobile accidents are pe- 
destrians, while in rural regions 
only 33 per cent of the victims 
of fatal accidents are pedestrians. 
That in itself would be sufficient 
to prove that excessive speed, 
which generally has been blamed 
for causing most accidents, is not 
the major cause at all. 

“Pedestrians need regulation by 
law fully as much as motorists 
do. Practically all of the legisla- 
tion so far has been directed at 
the motorist. The result is that 
the vast majority of people drive 
at least legally, though there un- 
fortunately are some that are in- 
herently careless and cannot al- 
ways be controlled by any kind of 
law. 

“The only possible way of get- 
ting at this appalling problem is 
to educate and regulate the pe- 
destrian until he realizes that he 





must do something to protect 
himself against automobile ac- 
cidents.” 


half the distance to the moon. 
If a single motorist, averaging 
10,000 miles a year, attempted to 
wear out this enormous produc- 
tion, it would take 75,000,000 years. 

Converted into tire mileage, the 
250,000,000 tires would equal 3,000,- 
000,000,000 miles, or more than 
enough for 60,000 round trips to 
the moon. 

Production of the tires consumed 
approximately 1,200,000,000 pounds 
of cotton, or 2,400,000 bales, and 
approximately 2,750,000,000 pounds 
of crude rubber. On the basis of 
present production, this would use 
up all the rubber the world could 
produce for a year and a half. 

If placed in box cars, the tires 
would make up a train that would 
stretch over two-fifths the dis- 
tance across the United States. 

First tire out of the molds as 
the company started production 
of its second quarter-billion tires 
was an All-Traction tractor tire 
for farm use, also regarded as 
especially significant in view of 
the company’s pioneering work in 
adapting pneumatic tires for 
farm use. 











TRIO OF DODGE factory executives—J. D. Burke, director of 


truck sales, left; W. 


M. Purves, assistant general sales manager, 


center; Emerson J, Poag, director of merchandising and advertising, 
entraining for Dallas and what is said to be the greatest sales demon- 
stration ever staged in the Lone Star State. The picture shown 
above was taken in Detroit at 8:30 P.M. Transmitted by wire-photo 
service, it was printed in the next morning’s issue of the Dallas News, 
before the Dodge men arrived at the exposition city in person. 


Northwest Holds Promise 
Believes A. vanDerZee 


DETROIT.—A business upswing 
that promises to make the north- 
west a vital factor in the year’s 
tabulation of automotive activities 
is reported by A. vanDerZee, gen- 
eral sales manager of Dodge, on 
his return from a 10-day observa- 
tion tour through sections of Min- 
nesota, Wisconsin and Illinois. 


“While confidence and increas- 
ing business are to be noted in 
practically every section I have 
visited lately, I find them especi- 
ally evident in the northwest, not 
only in the motor car business 
that is of immediate interest to 
us, but in most other lines in 
which developments may be re- 
garded as sign posts indicating 
the volume in which the public 
invests in personal transporta- 
tion,” says vanDerZee. 

“Farm machinery and imple- 
ments are being purchased at a 
rate surpassing former records, 
I learned. Crop prospects on 
which agricultural prosperity is 
predicated have not in many 
years been so good as they are 
now. Wherever one looks, folks 
are at work reconditioning farm 
buildings and equipment for the 
accommodation of expected crops 
and of livestock. I think it would 
be difficult to find another por- 
tion of the United States in which 
agriculture is carried on in so 
great a diversity and so much 
with the help of motorized trans- 
portation. In our Minneapolis 
region alone truck deliveries by 
Dodge dealers during the first 
four months of this” year were | 








46.8 per cent greater than in the 
corresponding period of 1935. 


Taking its sales made so far in 
1936 as basis, the automobile in- 
dustry has valid grounds, I am 
sure, for giving the northwest a 
high place in its summer-business 
calculations.” 


Fair Trade Rules 


Declared Success 


The Akron Dis- 
Dealers Assn.’s 
rules are a 

Secretary 
this 


AKRON, O. 
trict Automobile 
fair trade practice 
“complete success,” 
Harry Bennett declared 
week. 

Looking back on a month of 
operation under the advertising 
and selling code, Bennett said 
members of the association were 
gratified by the results of the new 
rules and were co-operating 
wholeheartedly with them. 

The rules prohibit “unfair or 
disparaging statements regarding 
competitors,” prohibit “bait” ad- 
vertising and ban improper use 
of the “demonstrator” label or 
use of the phrases “like new” or 
“as good as new” in describing 
used cars. 

The new regulations also pro- 
hibit such exaggerated claims as 
“Akron’s Greatest Values,” “low- 
est prices” or “our values are al- 
ways the best.” Also banned are 
free prizes and advertising of 
“wholesale prices.” 





OFFICIALS of Goodyear Tire & Rubber Co. compare the Double 
Eagle Airwheel that marked completion of a quarter-billion tires by 
the company, recently, with an All-Weather Tread tire of 10 years 


ago. 


Left to right are R. S. Wilson, vice-president and sales man- 


ager; President Paul W. Litchfield; L. E. Judd, director of advertis- 
ing and public relations, and L. H. Shepherd, manager of the truck 


tire department. 








Chrysler tenioes 
Offer Free Test 
Of Fuel, Brakes 


DETROIT. Chrysler dealers 
throughout the country are now 
offering free gasoline mileage 
and brake tests as part of the 
“Learn the Difference’ month 
the Chrysler Sales Corp. is spon- 
soring. This campaign will last 
from May 15 to June 13. 

In making this test, the dealer 
attaches a patented tester to the 
front door of the car. The gaso- 
line is held in a glass reservoir, 
so that its consumption may be 
watched by the driver. The at- 
tachment is quickly and easily 
effected and no charge is made 
for the test. By driving the car 
enough to empty the reservoir, 
the owner gets an exact check-up 
on his fuel consumption. 

The brake test is a simple but 
effective one. A “safety lane” is 
marked out on a local street and 
the distance required to bring the 
car to a stop at various speeds is 
measured. It is then compared to 
“par’—the distance in which the 
car ought to be stopped by its 
brakes. 

In making this brake test, 
Chrysler dealers generally will 
have the co-operation of the lo- 
cal police, so that the test be- 
comes “official.” 


Pontiac Extosde 
Contest to May 16 


PONTIAC. Po ntiac Motor 
Co.’s national economy contest 
has been extended to May 16 by 
request of dealers who found it 
difficult to handle the flood of 
applicants speedily enough to 
qualify within the original time 
limit of Apr. 30. 

The contest started Apr. 1 and 
is open to every motorist in the 
United States over 17 years of 
age who is legally qualified by 
state laws or local ordinances to 
drive. 

Two new Pontiac cars head the 
list of 166 prizes that will be 
awarded to those who turn in 
the best economy records and 
comply most satisfactorily with 
the rules of the contest. 

Contest returns already received 
show remarkably low gasoline 
consumption, it is stated by Pon- 
tiac executives, ranging up to the 
almost unbelievable high of 58 
miles per gallon. 

The average number of miles 
per gallon recorded by all con- 
testants through Apr. 30 is 23.55. 

“The interesting part of these 
economy tests that are being made 
all over the country is that pro- 
fessional drivers are barred and 
all contestants are ordinary every- 
day motorists,” says C. P. Simp- 
son, vice-president and general 
sales manager of Pontiac. 


Auburn Names Rozelle 


AUBURN, Ind.—Phil Rozelle, for- 
merly special factory representa- 
tive for the Auburn Automobile Co., 
has been made general manager of 
the factory retail branches in In- 
diana. 

The company has retail branches 
in Indiana at Auburn, Ft. Wayne, 


Indianapolis and Connersville. 
Rozelle succeeds J. L. Greene, who 
recently was made president and 
general manager of the Auburn Au- 
tomobile Sales Corp. of Chicago. 


Rozelle has been with Auburn for 
three years in the sales depart- 
ment. His headquarters will be at 
Ft. Wayne. 


GC. Hi. Dian Tieeal 


DETROIT.—G. H. Brown, of this 
city, has been appointed Detroit rep- 
resentative of the H. A. Wilson 
Co., Newark, N. J., makers of ther- 
mostatic controls and contact points 
for the automotive industry. Brown 
will be located at 518 New Center 
Bldg. 
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A Bridge of Chemurgy 

— the pros and cons of power alcohol blended 

with gasoline for automobile fuel supplied the pyro- 
technics at the Second Dearborn Conference of Agricul- 
ture, Industry and Science this week, the purpose of these 
conferences lies much deeper. The root of these meetings, 
as we see it, is to provide new markets for farm products 
in industry and thus broaden the markets for industrial 
products among agriculturists. Science will find its outlet 
in bettering the bridge that connects these two great fac- 
tors in our national life. 

Industry, by providing better machinery and tools for 
the agriculturist, has increased the productiveness of 
farms to a point where increased markets for farm prod- 
ucts must be created. Paradoxical as it may seem, these 
new markets are now being developed among the indus- 
trialists themselves. Synthetic plastics, power alcohol 
and other materials are opening a wide gate in this direc- 
tion, and none can guess what the future may hold. These 
conferences are composed of the leaders in many fields 
of endeavor. Their efforts should not result in merely a 
planned economy but a new economy actually developed 
and put into effect. 


Service and New Car Sales 


N a recent bulletin from the Automobile Banking Corp. 
of Philadelphia, Frederic M. Zimmerman, vice-president, 


I 


points out that for the six years ending with 1918 only 


19 per cent of all new car sales involved trade-ins. In the 
seven years ending 1926, clean deals accounted for 73 per 
cent and trade-ins were involved in 27 per cent. For the 
seven years ending 1930 clean deals had dropped to 44 per 
cent and 56 per cent involved trade-ins. Then for the 
seven years ended 1934 only 8 per cent were clean dealers 
and 92 per cent involved trade-ins. 

One might ask what has this to do with service? De 
feels that it has a direct bearing on the campaign which 
ADN has been conducting, urging dealers to enlarge, im- 
prove and modernize their service departments and add 
the sale of gasoline and lubrication and other light service. 
If 92 per cent of today’s new car sales involve trade-ins, 
it indicates that 92 per cent of today’s car buyers are now 
car owners. The best way for the dealer to reach this 
overwhelming bulk of his potential market is through 
friendly service to the people who now own cars and will 
replace those cars in the future. 


Greetings, Good Time Charlie 
EPORTS from the National Automobile Dealers’ Assn., 
on 1935 operations reveal that 931 dealers reporting 

realized a net profit on all retail operations equivalent to 
$14.93 per new car sold. New and used car transactions 
combined showed a net loss for the year of $1,731,874. 
The average loss on used car per new car sold was $8.59. 
This indicates clearly, then, that if the dealers reporting 
had not made their profits from sales of accessories, serv- 
ice work and parts that they did in 1935, their ledgers to- 
day would be red instead of rosy. We have never argued 
that profits from service should be used to offset used car 
losses, but if dealers continue, as many are, to throw their 
potential profits in the after-market to other competitors 
they are missing a big bet. None can afford to be a Good 
Time Charlie now. 





By the Pubtusher 


SOUTH Next to seeing with 
AFRICAN your own eyes, is 
REVERIE hearing from some- 
one who knows in- 
timately the wonders of some far 
distant spot on this old globe of 
ours. So it was a relief from our 
own work-a-day problems to sit 
down with Herbert G. Oates, who 
is managing director of. the At- 
kinson-Oates group, distributors 
for Chrysler products in Johan- 
nesburg, South Africa, and learn 
from him some of the problems 
of the car dealers in that far- 
away country, at a luncheon given 
by Chrysler Export officials here 
this week. 

All of South Africa has a white 
population of only 1,750,000 and 
yet one out of 
every eight per- 
sons already 
owns an auto- 
mobile and the 
ratio is increas- 
ing more rapid- 
ly than in any 
other country. 
Fully 85 per 
cent of these 
cars are of 
American origin, 
said Mr. Oates, 
because of a 
tariff which is 
very fair to the products of this 
country. Most of the remaining 
15 per cent are of the light horse- 
power variety built in England. 

THE PRESENT high world 
price of gold has resulted in the 
wave of prosperity which has been 
sweeping South Africa for the 
past two years. Already the 
world’s deepest mines have been 
worked here to a depth of more 
than 10,000 feet and that limita- 
tion, because of excessive temper- 
ature, is now being overcome by 
the use of American-built air- 
conditioning apparatus. Most of 
the slag accumulations are now 
being worked over to recover the 
precious metal and the total value 
of the gold exported this year 
(largely to the United States) will 
be worth more than six billion 
dollars. Little wonder that our 
visitor casually remarked that 
“really to be counted among those 
present in our country today one 
must boast a private swimming 
pool, a tennis court and a three- 
car garage!” 

* * * 

THE SOUTH AFRICAN buyer 
demands a slightly different prod- 
uct than we are accustomed to 
selling here. He wants genuine 
leather upholstery and two spare 
wire wheels with six-ply “tyres,” 
because although one may now 
travel “from Cape Town to Cairo” 
over passable roads in a motor 
car, most of the roads are 
graveled and what pavement there 
is extends only short distances 
into the country from the major 
cities. But what will start many 
a good American dealer to pack- 
ing his clothes for a long journey 
will be Mr. Oates’ statement that 
in South Africa they have no 
“used car problem” as we have 
here. Not that there are no trade- 
ins, but the dealers demand the 
kind of a deal on which they can 
show a profit. With the price of 
the average $600 American-made 
car at around £400 or $2,000, the 
prices they get for used cars 
would make our dealers fall in 
a dead faint. 

* ed * 

MR. OATES’ firm is one of the 
oldest motor export dealers in the 
world, starting in 1912 with a 
volume of three or four cars a 
month they have grown to a con- 
cern with a $6,000,000 capital and 
are, according to E. C. Morse, ex- 
port manager, the largest distrib- 
utors of Chrysler motor products 
in the world. This year, said Mr. 
Oates, they are planning a mil- 
lion-dollar expansion program for 
sales and service facilities and if 
it is presidential election year 
down there (which we neglected 


H. G. Oates 
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Good Time Charlie 


din This Corner 


The views expressed in this column are those of our readers 


and do not necessarily coincide with those of the editors. 


Readers 


are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


All Stop 

I was very much interested in 
Mr. Slocum’s ideas of “All Stop” 
intersections. 
a little experience along these 
lines here in Philadelphia, and I 
believe you would be interested 
in our experience with useless 
signals. 


Before the establishment of the | 


many | = 
|} my opinion, Mr. 


| would be practical if enforcement 


traffic engineering office, 
signals were erected as a result 
of what might be termed “popu- 
lar demand.” 


result in some enthusiast in the 


We have had quite | 


Frequently a bad} 


accident at an intersection would | 
| constantly 





neighborhood, creating enough in- | 
dignation to have a signal erected. 


A study made several years ago} 


showed that out of several hun- 


dred intersections that were sig- | 
nalized without complete engi- | regulations are posted. 


neering study, one-half the cases 
there was a consequent reduction 
of accidents, in just over one- 
third of the cases there was 
increase in accidents, and 
per cent of the cases there was 
no change. 

However, I do not believe that 
his proposal to place “stop signs” 
or “signals” in both directions 
would work out for a very prac- 
tical reason, based on the study 
of several thousand intersections. 
It is very seldom that the volume 


to ask him) he did not seem to 
be the least bit concerned. 


6 * * 


WE GATHERED the idea that 
everything was jolly-well-all-right 
“down under” and with a darned 
near perfect climate, plenty of 
good help awfully cheap and a 
big, wonderfully fertile, but un- 
developed country just waiting 
with open arms to receive us. If 
we should by any chance come 
up missing some morning, don’t 
notify the police or start drag- 
ging the river, simply address us 
“Care Herb Oates, Johannes- 
burg.”—G. M. S. 


in 12 | 


| AS OTHERS | 


an| Sections, 





of flow in two directions is equal, 
in many cases the flow on one 
street has as much as 10 times 
the amount on the other street, 
consequently, the street having 
the heaviest travel and where 


| several cars would be stopped at 


the same time, and cars in the 
rear would not want to stop again 
as they reach the “stop sign,” 
human nature being what it is. 

It is to be understood that, in 
Slocum’s ideas 


could be obtained. However, in 
many places it is not possible to 
see that the “stop 
signs” and “signals” are obeyed. 
In a number of large cities the 
number of men assigned to traffic 
work is relatively small, compared 
to the many intersections at which 


Under the Pennsylvania Law, 
we have two types of traffic inter- 
those located along 


(Continued on Page 18, Col. 4) 


SEE IT 


Copybook Punishment 


Over in Green Bay, Wis., a po- 
lice justice went back to his 
school days to get a penalty to 
impose on a youthful speeder. 
Giving the culprit a book con- 
taining the state motor vehicle 
laws he said, “Search out the 
clauses that refer to speeding and 
copy them in your own handwrit- 
ing 25 times. Meanwhile I will 
keep your driver’s license.” 


It took the youngster about two 
weeks to finish the job and when 
he handed in his copybook it con- 
tained 49 pages written on both 
sides. And no doubt he under- 
stood that it is wrong to exceed 
the speed limit.—The Detroit 
News. 
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WHEN YOU HAVE 


Only the 
CHEVROLET FRANCHISE 


combines all these important advantages 


1. A complete line of Master De Luxe models in the lower 
price range—the only complete low-priced car. 


A complete line of Standard models—world’s lowest- 


priced six. 


A complete line of trucks and commercial cars, recog- 
nized as the world’s thriftiest high-powered trucks. 


A contract combining outstanding advantages of co- 


operative assistance—stability— profit. 


ee Only one motor car franchise can completely 
/ CHEVROLET, : : 
SSS satisfy men who have been Chevrolet dealers 
For economicar teansrontaion = fr @ brief period or for a long term of years 
—and that is the Chevrolet franchise! 

Ask them why and they will tell you that it is by far the 
most pleasant and most profitable to handle. 


A few of the more important features of the Chevrolet 


Chevrolet dealers have the further advantage of the new money- 
saving G.M.A.C. time payment plan — the most convenient, most 
economical and easiest to understand of any time payment plan. 


franchise are listed above. It has many, many others. All 
Chevrolet dealers know them, endorse them, and value them 
highly as effective aids to increased sales and increased profits. 

The Chevrolet Motor Company, prizing its dealer organi- 
zation as the most efficient in the industry, tries to give its 
dealers ever-increasing reason for the statement—When you 
have the Chevrolet franchise you have friends. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


CHEVROLET 


A GENERAL MOTORS VALUE 








tomers can easily see them. 
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Department Store Ideas Offer Increased Profits | 


Chevrolet Sponsors Plan 
To Modernize Parts Room 


By E. M. LUBECK frag 


DETROIT.—Chevrolet Motor Car Co. plans to follow 
the department stores in its new parts merchandising 
plan. Under the new arrangement, parts and accessories 
departments will no longer look like catch-alls hidden 
away in an obscure corner, but will be set up where cus- 


While the main idea is to give the dealer a better oppor- 


tunity to display his wares, there is also another object: 
have a better @—_—_—_ pasion seed 


The dealer will 
knowledge of his stock and will 
save time in finding parts for re- 
pairs or sales. Inventories will 
be easier and more accurate and 
the dealer will have a _ better 
check on the movements of his 
parts stock. 

M. D. Douglas, head of Chevro- 
let parts sales, is sponsor of the 
plan. The field force is carrying 
out the program and although it 
has been in operation only a 
month or so, already reports that 
hundreds of dealers have been 
converted to this better merchan- 
dising system. 

Material Cost $100 


The material for the dress-up 
is inexpensive, in many cases run- 
ning less than $100. Others run 
higher, but invariably the changes 
have surprised the dealer in the 
resulting increased business. 
Working under better conditions, 
the men who serve the customers 
have shown more interest in their 
work. Dealers report that not 
only the parts department per- 
sonnel but every employe has 
taken on new interest in sales. 

One dealer, who was among the 
first to adopt the plan, but who 
at first objected because he said 
he knew where every part was 
located, was ffinally convinced 
when his old parts department 
unearthed five boxes of parts re- 
posing under fenders for two 
years. Each box has been re- 
quisitioned on rush orders and 
had been the subject of dispute 
several times, the dealer claiming 
he had never received them. 

Found Old Parts 

The same dealer, when cleaning 
out the old catch-all, found over 
$100 worth of special tools which 
had been reported lost. To cli- 
max the clean up, over $75 in the 
shape of crankshafts, camshafts 


Plymouth Ur 


your used car situation in bal- 
ance, is the advice of the Plym- 
outh Sales Promoter in an extra 
edition. “There isn’t a dealer who 
doesn’t know what to do to keep 
used cars moving—and how to do 
it,” the Promoter says. “The im- 
portant thing is to do the things 
that are necessary.” 

Among the necessary points in 
merchandising used cars, the 
paper includes: 

l The used car manager is the 

key man around whom the 
whole sales organization revolves. 
- an you haven’t one, get one 
9 — per cent of all used 

car trading losses are taken 
on cars carried in stock over 45 
days. So move them out quick. 
3 Every used car on display 

must be ready to demonstrate 
on a moment’s notice. So recon- 
dition them immediately. 

There should be a complete 

turnover every 30 days. 

Used car salesmen should be 

actively engaged in outside 
work—locating prospects, bring- 
ing them in, selling them—every 
day. 

The used car display must be 

clean, well-lighted and easily 
visible from the street. 








and some obsolete parts were dis- 
covered. The sale of these items 
nearly paid for the change over. 

The picture at the top of this 
page demonstrates the effective- 
ness of the program. Frank J. Pay- 
jack, Chevrolet dealer at Medina, 
N. Y., got sensational sales results. 
At the left is the department be- 
fore the clean-up, notably lacking 
in order. At the right, bins are set 
up behind suggested panels, a 
modernized desk has been in- 
stalled and parts are displayed 
on tables. The new department 
is adjacent to the _ salesroom. 
White walls with orange and red 
panels attract attention. The 
company reports a substantial in- 
crease in business and _ profits. 
The expense of the change over 
was less than $200. 


Now Part of Showroom 


The lower picture is one taken 
before and after the Murdock 
Chevrolet Co., Pittsburgh, cleaned 
up its parts department. Despite 
the fact that the company did 
several hundred thousand dollars 
worth of business, the parts room, 
until a few weeks ago, was poorly 
located. Now it is part of the 
show room exhibit. New bins were 
installed and parts listed so they 
could be easily found. All bins 
are concealed behind panels. The 
triple-section show case was re- 
tained from the old section. 

The improvement in appear- 
ance and accessibility has proved 
a business getter for Murdock. 
The cost of the investment, the 
company reports, has been more 
than offset by more business. 


The company has also moved a 
considerably number of parts of 
older models. In the old set-up 
they were hidden. Now they are 
out in the open and the parts 
men make a drive on them. 


ges Dealers 


To Study Their Used Cars 


DETROIT.—Act now to keep 


Tell the public what you have 

to sell, if you want them to 
buy. Now is the time to tell them. 
Advertise. 

Pointing out that it takes men 
to sell cars, the Promoter urges 
dealers to increase their man- 
power. 

Also suggested is that the 
dealer show the old owner his 
reconditioned car. He may sug- 
gest buyers and will undoubtedly 
show interest. 


Germany’s Motor Exports 


Reaching All-Time High 

WASHINGTON,—Renewed pen- 
etration of world markets by 
Germany was strikingly shown in 
a report on German automotive 
exports forwarded to the Com- 
merce Department by its Berlin 
office. This showed that shipments 
of motor vehicles from the Reich 
last year were at record levels. 
The total of passenger cars was 
19,631 units compared with 10,994 
in 1934 and 4,809 in 1929. Truck 
exports totaled 3,765 units com- 
pared with 2,242 in 1934 and 2,975 
in 1929. Motorcycle exports to- 
taled 5,702 units compared with 
1,804 in 1934. 








TRYING TO LOCATE PARTS in the department at the left was like looking for a needle in a hay- 


stack. As a parts department it was just a catch-all. 


well, that just wasn’t done. 
Ne xe 
store. 


Colorado Spring Sales 


Continue to Sur pass 


DENVER.—A splendid present 
and a bright future is the diag- 
nosis of automobile dealers in this 
city this week. Spring sales of 
new cars continue to surpass 
those of this period a year ago. 


Reports from the Pioneer Mo- 
tors Corp., Graham distributor 
here, is to the effect that business 
is good. During the month of 
April the Pioneer firm sold 36 new 
Grahams and at present has on 
hand only 12 used cars. This firm 
has been in business only since 
last September and is building up 
a very good sales record. R. P. 
Gordon is manager of the Denver 
firm, and he reports that his firm 
is planning to take care of an 
increase in business during the 
remaining spring months and 
summer. He points out that gen- 
eral improvement in economic 


conditions and the prospect of | 


many sales to war veterans when 
they receive their bonuses is the 





basis on which he predicts good | 


business ahead for the automo- 
bile business, With 24,360 appli- 
cations already received 


1935 


mobile agency, this city, states 
that business continues to show 
improvement and that the sale of 
new and used cars is a trifle over 
50 per cent ahead of what it was 
a year ago. “Business has not 
only been good so far this spring,” 
said Beatty, “but every indica- 
tion is that it will grow still bet- 
ter as summer advances.” 
Bring in Used Cars 

The used car situation con- 
tinues to give some trouble here, 
but that fact is not due to the 
dealers in new cars so much as 
to the fact that a number of used 
ear dealers are bringing in used 
cirs from other cities and towns 
of the state and offer them for 
sale on used car lots here. Local 
new car dealers are watching 
their stocks of used cars care- 
fully and are taking every pre- 
caution to keep their stocks as 
low as possible. Demand for used 
cars is showing improvement. 


Aro Designs Flusher 


from | 


Colorado veterans and with the}! 


statement that approximately 30,- 
000 Colorado veterans are eligible 
it can be seen that a considerable 
amount of money from this source 


will be put into circulation in the | 


state. 
Registrations Up 
Another proof that the 
mobile business is good in Den- 


auto- | 


ver comes from a report from | 
the motor vehicle department of | 


the state, just 
says that for the first 
months of this year license re- 
ceipts totaled $503,352.44. Up to 
the present time 70,819 passenger | 
cars, 4,919 trucks and 237 motor- 
cycles have been licensed in Den- 
ver. 

E. Jack Beatty, president of the 
Hoskins-Beatty Motor Co., Olds- 


released, which | 
four | 


| 


| is 


| the exhaust port. 


‘es. %, 


| 


On Vacuum Principle 


BRYAN, O. A new air oper- 
ated gear-case flushing unit, de- 
signed by the Aro Equipment 
Corp., and priced at $9, works on 
the vacuum-pressure principle. 
Kerosene of other flushing oil 

drawn into the flusher and 
forced under pressure into the 
gear-case by placing a finger over 
Release of the 
finger brings the kerosene or 
flushing oil back into the flusher, 
carrying it away with the grease 
residue from the gear-case. 


Named Distributor 


ST. AUGUSTINE, Fla. — The 
Florida Covered Wagon Co., a part- 
nership between Glen Thompson and 
Koger, has been appointed 
distributor for Florida by the Cov- 
ered Wagon Co., Mt. Clemens, Mich. 





Parts were lost and as for taking inventory— 
Ten days later the department of Frank Payjack, Chevrolet, at Medina, 
looked all dressed up, as it does at the right, and took on a business air rivaling a department 
Business was increased better than 25 per cent. 


Dealer Claims 
World’s Largest 
Service Center 


MILWAUKEE. — Edwards Mo- 
tor Co., local Dodge and Plymouth 
dealers, has adopted “Service Cen- 
ter—world’s largest in service to 
motorists,” as the name for its 
service department, maintaining 
that “no other strictly automotive 
merchandising headquarters in the 
world equals Edwards in total of 
physical size, man-force, equip- 
ment, facilities, scope of opera- 
tion, volume of business trans- 
acted each year.” 

The firm has 151 service em- 
ployes and advertises individual 
attention to every job by trained 
experts who have averaged over 
eight years with Edwards. In 
1935, the firm serviced 49,719 shop 
jobs covering practically all makes 
of cars. 

Edwards boasts an investment 
of $25,000 in cost-cutting tools and 
equipment and carries a $50,000 
stock of parts on hand constantly. 
The service center occupies seven 
buildings with 60,000 square feet 
of service area, 25,000 square feet 
parking and a total floor space of 
130,000 square feet. 


Plan to Avoid Tax 
Won’t Work in Ohio 


COLUMBUS, O.—A plan alleg- 
edly being used by Indiana auto 
dealers to sell cars to Ohioans 
through a third party not regu- 
larly engaged in selling automo- 
biles, does not relieve Ohio pur- 
chasers from payment of the new 
“use tax,” Attorney General John 
W. Bricker has ruled. 

He also held that if the tax is 
not paid by the seller and the 
Ohio purchaser does not file a 
return with the tax commission, 
the purchaser would be subject 
to the assessment and penalties 
provided by law. 





THERE WERE DRAWBACKS to the parts department of the Murdock Chevrolet Co., Pittsburgh, 


at the left. 


Accessories were well displayed, but look at the difference in the picture on the right. Busi- 


ness increased almost 50 per cent under the Chevrolet parts department plan described on this page. 
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Good Address - 


for Dealers who seek 
Greater Profits / 


T IS well known throughout the automobile in- 

dustry that the Oldsmobile Franchise is a valu- 
able asset. Oldsmobile dealers will tell you that 
their Franchise assures them every business- 
building advantage. In the Oldsmobile Six and 
Eight, they have products of recognized quality, 
priced to sell competitively in a market that is con- 
stantly growing. Through factory relations that 
are friendly and pleasant, they enjoy helpful and 
aggressive support in sales-building activities. 
Through strong, consistent advertising and prac- 


tical, timely promotional assistance, their selling 
efforts are made more productive and their profit 
opportunities definitely enhanced. In short, Olds- 
mobile dealers today enjoy a most favorable profit 
position ... with definitely planned, hard-hitting 
factory support to count upon in all phases of 
their operations. For dealers seeking a Franchise 
that will enable them to build a pleasant and 
profitable business on a permanent basis, Olds 
Motor Works, Lansing, Michigan, is a good 
address to which to direct their correspondence. 
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Urges Closer Study of Alcohol Blend Fuels 


Graham Engineer Declares 


Only 12 Yr. Gas Supply Lett 


DE TROIT.— Declaring that] 
proved existing reserves of petro- | 
leum in the United States today | 
consist of only 12,000,000,000 bar- | 
rels and our annual consumption 
is approximately 1,000,000,000 bar- 
rels, F. F. Kishline, chief engineer 
of Graham-Paige Motors Corp., 
discussed coming motor fuels be- 
fore the Second Dearborn Con- 
ference of Agriculture, Industry 
and Science here this week. Kish- 
line pointed out that little could 
be gained by debating the rela- 
tive merits of gasoline and alco- 
hol-gasoline blends as fuels, but 
urged a co-operative study to the 
end that should such fuels be- 
come necessary or desirable the 
most efficient blends would be 
available. 

He pointed out that the chief 
question arising in the debate of 
alcohol blends for motor fuels was 
whether or not alcohol could be 
produced as economically as gas- 
oline. He declared that engineers 
were prepared to accept new types 
of fuel and adapt their engines to 
new requirements. On the other 
hand, he opposed legislative man- 
dates requiring alcohol blend 
fuels on the ground that such 
fuels should prove their worth 
and win a competitive position for 
themselves. 

Traces Progress 

Kishline traced the progress in 
automobile engine design and effi- 
ciency that has been made pos- 
sible through improved fuels in 
the past and pointed out that still 
further progress in the direction 
of economy could be made as 
fuels which would permit higher 
compression ratios are made 
available. He added that our 
diminishing supply of gasoline 
would bring about increased 
prices eventually which might bal- 
ance the possible higher costs of 
producing blended fuels. 


His paper in part is as follows: 


“Careful consideration of the 
title assigned to this talk, ‘Com- 
ing Motor Fuels,’ has led me to 
question the punctuation of it. As 
it reads, one might have been 
encouraged to expect a definite 
prescription for a motor fuel 
which would solve all present and 
future problems related thereto. 
It is, therefore, proposed that the 


hati pened be changed to a question 
| mark. 

“However, if a few viewpoints 
lof the men charged with the re- 
| sponsibility of developing the en- 
gines and vehicles which operate 
on liquid fuels can be presented 
co-operatiyely to this Conference 
of Agriculture, Industry and 
Science, possibly a little more 
progress shall have been made. 


Much Criticism 

“It is my belief that the aver- 
age engineer is not in sympathy 
with many expressions of criti- 
cism often directed at refiners 
when difficulties apparently trace- 
able to fuel occur in vehicle oper- 
ation, but that he is anxious to 
know the limiting characteristics 
of fuels that can be produced and 
distributed commercially, and be 
guided by them. 

“The Co-operative Fuel Research 
Committee has become a fine 
clearing house for information 
and meeting ground for fuel and 
vehicle manufacturers. Through 
the Society of Automotive En- 
gineers’ participation in co-oper- 
ative fuel research activities, we 
are aware of developments in 
fuels, and the refineries in turn 
are in touch with developments in 
cars. The co-operation of the re- 
fineries through the American 
Petroleum Institute and develop- 
ments of the Ethyl Gasoline Corp., 
have made it possible for us to 
use uniformly higher compres- 
sion, and greatly improve per- 
formance and economy of engines 
during the past five years. 

“Tt is also my belief that the en- 
gineer IS in sympathy with the 
commendable idea of conserving 
national petroleum resources and 
will co-operate in developing any 
workable plan that is proposed. 


Result of Cracking 


“Introduction and use of crack- 
ing raised the proportion of gaso- 
line produced out of crude from 
about 20 per cent to about 48 
per cent. Also, about one and one- 
half million gallons of gasoline 
yearly are being made from nat- 
ural gas. 

“In the same direction, engineers 
have improved thermal and me- 
chanical efficiency of vehicles to 
where greatly increased perform- 
ance is had, with an average of 


Nothing rolls 
like a ball... 
No other form 
so strong 


..Made from 
forged steel 
for toughness 


BALL BEARINGS 


PEDIGREED MATERIALS 
CREATIVE ENGINEERING 


PRECISION MANUFACTURING 





THE PHOTOGRAPH SHOWS the assembly of the 1,000,000th tur- 
ret top body produced by Fisher for Chevrolets. In this elaborate jig, 
the cowl and side panels and turret top for a Chevrolet body are 
exactly positioned and locked, then electrically welded to form a 


single unit. 


less gasoline per mile than form- 
“However, reduced to simple 
terms, the present situation seems 
Our proven petroleum re- 
serves recoverable at some- 
twelve billion barrels. 
9 Our present yearly consump- 
billion barrels. 
3 Our proven reserves are stated 
reserves of the world. 
4, We consume about two-thirds 
petroleum. 
Nearly half the oil we pro- 
The estimated increase in 
6 use of gasoline propelled ve- 
ting new oil discoveries. 

“Therefore, it seems clear that 
material to augment our petro- 
leum supply to keep our internal- 
tion up to our national require- 
ments, and if use of such a ma- 
to our agricultural industry—so 
much the better. 

“T refer to the possibilities in 
power alcohol. Consideration of 
blends of alcohol with gasoline 
projects several highly controver- 
a wide division of opinion. Cer- 
tainly, however, the indicated 
change in fuel can best be met 
by co-operation of refiners, en- 
tion, instead of uselessly debat- 
ing whether such a thing can or 
blended fuel can be produced at 
equivalent price of gasoline is im- 
view of predicted certainty of fu- 
ture gasoline price increases con- 
influence on crude oil costs. 

“The labor of many able and 
being directed on the fuel prob- 
lem, and if the majority opinion 
best possibilities, then we en- 
gineers must overcome our natu- 
alone, and instead help attack the 
job without prejudice, if sooner 

“Compulsory use of alcohol in 
fuel has apparently not proved 
which is not surprising. Public 
acceptance of any new product is 


erly obtained. 
to be about as follows: 
where near present cost is about 
tion of petroleum is about one 
to represent half the proven 
of the world production of 
duce is used for gasoline. 
hicles will go far toward offset- 
eventually we must develop some 
combustion-propelled transporta- 
terial indirectly provides benefits 
Must Work Together 
the use of even small percentage 
sial aspects about which there is 
eventual necesssity of some 
gineers, and chemists for solu- 
cannot be done. Whether a 
portant only at the moment, in 
trolled by the supply and demand 
experienced men has been and is 
is correct that alcohol offers the 
ral inclination to let well enough 
or later it must be done. 
very successful in other countries, 
in the main proportional to the 


relative merits of that product, 
advertising and distribution being 
equal. Possibly those blended 
fuels were not suited to the en- 
gines, but were forced into use 
by law before a practical adapta- 
tion of engine and fuel to each 
other was given consideration. 
Such procedure would probably 
meet with success in America 
similar to that of the Prohibition 
Laws. 
Engineers Ready 

“It is not my intention to at- 
tempt a discussion of a chemical 
or technical nature as applied to 
fuels. After reading the results 
of tests of alcohol blends very 
ably made by competent men, it 
is evident that the ground has 
been covered as far as experi- 
mental results with present en- 
gines and blends are concerned. 
While these results are slightly 
contradictory, minor differences 
in conditions may have existed. 
Taking an average would indicate 
very little difference from straight 
gasoline. 

“Tf, however, the chemist and 
producer should offer a BETTER 
fuel, it is my opinion they would 
find the engineer ready to take 
advantage of it, just as we did 
the 70-octane gasoline. Our com- 
pany raised compression ratios in 
our engines from 5.6:1 up to 6.5:1 
by use of aluminum heads with 
the better fuels in 1932, and gained 
from 5 to 10 per cent in economy. 
Through subsequent refinements, 
we are now using 6.7:1 and super- 
charging. We are getting slight- 
ly over one horsepower for each 
two cubic inches displacement, 
with still better economy. At the 
present moment, we are stopped 
in this direction by 70-octane fuel. 
With a 76-octane fuel, we could 
employ over 7:1 and again im- 
prove economy. 

Ratios Important 

“Emphasizing the importance of 
high compression ratios, it is in- 
teresting to note the developments 
of cars for the Indianapolis races, 
where in 1934 a limitation of 45 
gallons total fuel was imposed for 
the 500 miles. In that year, com- 
pression ratios of from 8.5:1 to 
13.8:1 were used and the winner 
averaged 104.8 m.p.h. and 14.1 
miles per gallon All these cars 
used special fuels, of course 

“In preparing a stock engine 
for this race, we used 9:1 ratio, 
the fuel being commercial non- 
premium gasoline with 12 c.c. of 
lead per gallon added. 

“In 1935, the winner, using a 
high compression engine, aver- 
aged 106.2 m.p.h., using less than 
the 42.5 gallons then permitted. 

“This year, only 37.5 gallons will 


be allowed, but superchargers may 
be used. A proposal to lower the 


| fuel octane instead of further re- 


ducing the total allowable amount 
met with the unanimous objec- 
tion that such a rule would ob- 
solete nearly all the engines the 
entrants now own and use for 
other events. 


“The Douglas transport airplane 
is powered by engines with over 
6:1 compression ratio and super- 
charged for maximum horsepower 
at 8,000 feet altitude on fuel of 
less than 80-octane, but carries 
separate tankage of 87-octane 
fuel for taking off and climbing 
at lower altitudes, again proving 
the importance of high compres- 
sion pressure where maximum 
economy and power are vitally 
necessary, and that better fuel 
makes such an airplane possible. 


Diesel Ratios 


“As gasoline engines approach 
diesel engine compression ratio, 
they may, to a large extent, ap- 
proach diesel engine part load 
economy, and this progress is de- 
pendent on available fuel. Former 
mechanical limitations in increas- 
ing compression ratios such as 
valves, spark plugs, pistons, pis- 
ton rings, cylinder heads, and 
gaskets have been largely over- 
come, and I repeat we are ready 
for fuel. It would be desirable 
to have lower gum and oxide de- 
posits resulting from combustion, 
no higher vapor pressure, and a 
flatter distillation cure than pres- 
ent prevalent gasolines, as well as 
78 to 80-octane rating. Outside 
of that, we don’t need much. 

“My beliefs in the desirabilities 
of higher compression ratios and 
desire to see fuel available which 
would permit them, is based on 
the opportunities thus afforded for 
engine development in many re- 
spects other than maximum power 
per cubic inch, although some in- 
crease in maximum power is usu- 
ally attendant. 

“In respect to alcohol, there has 
been some confusion in the mat- 
ter of power obtainable. While 
alcohol has a lower heat value per 
unit of volume than gasoline, a 
cubic foot of perfect mixture with 
air of each has almost exactly the 
same calorific value, so the only 
point involved is the relative cost 
of the fuels. 


Pleads for Vision 


“However, if a fuel offered less 
combustion chamber deposit, 
lower mixture temperature neces- 
sary for evaporation, and a higher 
octane than gasoline, it might 
still be highly desirable for use 
in automobiles, even though it fell 
somewhat short by comparison in 
some other respects, provided such 
shortcomings are not too difficult 
to surmount. 

“It seems to me at the moment 
that the principal problem in the 
use of alcohol in a low percentage 
blend might be the cost of pro- 
ducing the alcohol. I believe auto- 
motive engineers as a group in in- 
dustry and science, are patriotic 
and possess necessary vision to 
qualify for co-operation in secur- 
ing our future fuel requirements 
and assisting in the stabilization 
of industry and agriculture.” 


Bert J. Clark Forms 


New Sales Agency 


KANSAS CITY. — Announce- 
ment is made by Bert J. Clark of 
the formation of a selling organi- 
zation to represent manufacturers 
distributing through automotive, 
hardware, electrical, and mill sup- 
ply jobbers. Headquarters will 
be in this city. Territory to be 
covered is Kansas, Nebraska, 
Oklahoma and Missouri. 


Clark’s former connection was 
with the Ray-O-Vac Co., Madison, 
Wis., with whom he was associ- 
ated for 16 years in Minneapolis, 
Indianapolis, Dallas and Kansas 
City. 

According to advices from the 
Fostoria Pressed Steel Corp., 
Clark is to represent the organi- 
zation in the above territory on 
both its automotive and industrial 
lines. 
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RIVERSIDE DRIVE—NORTH from 116 ST. 


Among the 120 districts which make 
up New York City, the Columbia Univer- 
sity district ranks first in intellect and sixth 
in income, ($6,238 median annual family 
expenditure). The district’s showing as a 
car market is not so good; and has more 
potential owners than owners. In the year 
1935 new car sales, in this district were 
938 cars— 285 Fords, 129 Chevrolets, 87 
Dodges, 85 Plymouths, 85 Buicks, 59 
Pontiacs—26 Packards, 13 Cadillacs, 16 
LaSalles, 4 Lincolns. 

With its high thinking and high income, 
Columbia wouldn’t seem to be much of a 
stamping ground for a popular newspaper 
—but The News does sell 13,142 copies 
to the district’s 18,629 families, a coverage 
of 70.5%. The second paper in the district 
sells 9,699 copies. Since 1925 News cir- 


culation in this district has increased 115% 


NEW YORK'S cD 
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In nine years, in the nine richest 
districts in New York City, News 
circulation has increased 120%... 


gained in every district. 


It shouldn’t be news to you by this time 
that The News is easily your best medium 
in the middle class districts where most 
cars are sold. But it may be news to you 
that The News is also your best medium in 
the districts where the high priced cars are 
sold. The wealthy districts buy more cars 
per capita, and the middle class districts 
give higher volume—so you can’t lose in 
The News because it gives your advertis- 
ing the best coverage in both kinds of 
districts . . . lf you were spending as much 
of your advertising appropriation in The 
News as you should, your advertising 
would be making more sales for you in 


this market! 


NEWS 


7 PICTURE NEWSPAPER 


San Francisco « 220 East Forty-sEconpD St., NEW \ ORK 
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Ennpineers Outing Scheduled For May 351 -June 5 
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Science and Social Events 


Mark White Sulphur Meet 


NEW YORK.— With its five- 
day program crammed with 
scientific, sporting and _ social 
events, the summer outing of the 
Society of Automotive Engineers 
will be held at the Greenbrier Inn, 
White Sulphur Springs, West Va., 
from May 31 to June 5 


The complete technical program 
of the sessions and a list of the 
speakers follows: 


Sunday, May 31—8:30 P.M. 


W. B. Stout, Chairman 
Future Cars 

The Future Car—What and 
When?—W. T. Fishleigh and 
C. T. Fishleigh, Consulting Engi- 
neers, Detroit. 

Human Reactions to Vibration 
—H. M. Jacklin, Purdue Uni- 
versity. 

Monday, June 1—9:30 A.M. 
Chassis 
R. N. Janeway, Chairman 

Automobile Frames — D. W. 
Sherman, A. O. Smith Corp. 

The Ear as a Noise Measuring 
Instrument — J. S. Parkinson, 


Johns-Manville Research Labora- 
tories. 

The Practical Application of 
Acoustical Science and Mate- 
rials in the Noise Treatment of 
Automobile Bodies—George Cun- 
nington, Woodall Industries, Inc. 

Airplane Acoustics as Applied 
to Motor Vehicles—S. J. Zand, 
Sperry Gyroscope Co., Inc. 

9:30 A.M. 
Safety 
Pierre Schon, Chairman 

Safety in Motor Vehicle Opera- 
tion—J. M. Orr, Equitable Auto 
Co. 

8:30 P.M. 
Regulation 
Adolf Gelpke, Chairman 

How State Regulation Has Af- 
fected Motor Truck Design De- 
velopment—G. T. Hook, Editor, 
Commercial Car Journal. 

Economics of Streamlining in 
Heavy Transportation — L. H. 
Brown, Jaray Streamline Corp. 
of America. 

Tuesday, June 2—9:30 A.M. 
Fuel Characteristics 





My 25 YEARS with 
W.C. DURANT 


By J. H. NEWMARK 


Bankrupt at 74! 


time. 
Creator of General Motors. 


ceeded a billion dollars. 
America’s perpetual ‘bull’. 
Friend an 


critic of presidents. 
A man of gigantic achievements and gigantic mistakes— who 


Three times a multimillionaire — with 120 million at 60— 


Pioneer of the automotive industry, greatest business of our 


Father of automatic unit refrigeration. 

Developer of individual electric light and power plants. 
Super salesman, promoter of our greatest product market. 
Speculator supreme, whose market dealings in one year ex- 


reared cities from villages and an industrial empire from a 
state — who made and unmade men but never depended 
upon them. (Who and where are these meni 4 

The most romantic and dramatic industrialist and financier of 


modern times. 


The INSIDE STORY 


of a GREAT GENIUS 
by a REAL INSIDER 


BEGINS IN THE MAY 16th ISSUE OF 


0 


CE} INANCE 


For a quarter century the Authoritative Inter- 
preter of Current Economics for the Investor 


REGULARLY FEATURING 


@ Unusual Profit Opportunities 
@ Securities Review and Forecast 
@ World Economic News Digest 


@ Illuminating Financial Articles 
@ Analysis of Significant Stocks 
@ Investment Inquiry Department 


@ News and Comment — all markets 


$ 
ONLY 


BRINGS 


10 regular 25 cent issues of COMMERCE AND FINANCE including the 
AND ALSO 


The TRUTH about INFLATION 


Durant Series . . . 


50 cent 32 page booklet clearly, compechansively 
analysing current inflationary forces and their tren 


vital significance. 


and authoritatively 
with conclusions of 


ComMERCE and FINANCE 
95 BROAD STREET ¢ NEW YORK 


I accept your offer in the Automotive Daily News and enclose $2. 


NAME 


ADDRESS 





WORK IS PROGRESSING at top speed on erection of buildings 


for the Cleveland Great Lakes Exposition this summer. 


Here is a 


general view of the grounds as the exposition buildings begin to take 


form. 





T. B. Rendell, Chairman 
The Development and Applica- 
tion of the Cathode Ray Engine 
Indicator—E. M. Dodds, Anglo- 
American Oil Co. 


Correlation of Car and Fuel 
Vapor Locking Characteristics— 
E. M. Barber and B. A. Kulason, 
The Texas Co. 

Sapphire and Other New Com- 
bustion Window Materials— 
George Calingaert and S. D. 
Heron, Ethyl Gasoline Corp.; and 
Ralph Stair, Bureau of Stand- 
ards. 

The Thermodynamic Properties 
of the Working Fluid in Internal 
Combustion Engines — R. L. 
Hershey, J. E. Eberhardt, and 
H. C. Hottel, Massachusetts Insti- 
tute of Technology. 

Slow Motion Pictures of Knock- 
ing and Non-Knocking Engine 
Explosions—Lloyd Withrow and 
Gerald Rassweiler, General Mo- 
tors Corp. 

Photo Electric Combustion An- 
alysis—R. A. Rose, G. C. Wilson 
and R. R. Benedict, The Univer- 
sity of Wisconsin. 

9:30 A.M. 
Bodies 
R. J. Waterbury, Chairman 

How a Body is Created Today— 
G. J. Mercer, Consulting Body 
Engineer, Detroit. 

Safety in Body Design—F. R. 
Fageol, Twin Coach Co. 

2:00 P.M. 
Lubricants Conference 
Graham Edgar, Chairman 

Several five-minute speakers 

and an open conference. 
2:00 P.M. 
Highway Safety 


T. C. Smith, Chairman 

“Polaroid” for Headlight Glare 
Elimination—E. H. Land, Land 
Wheelwright Laboratories, Inc. 

Research on Driving Skill— 
H. R. DeSilva, Bureau of Street 
Traffic Research, Harvard Uni- 
versity. 

8:30 P.M. 
Members’ Forum 
K. T. Keller, Chairman 
H. M. Crane, P. G. Hoffman, 
Co-Chairmen 

An “Open Forum” for members 
only. 

Wednesday, June 3—9:30 A.M. 
Engines 

E. H. Smith, Chairman 

Cylinder Temperature— Macy 
Teetor, Perfect Circle Co. 

Bearings and Lubrication—A. L. 
Beall, Wright Aeronautical Corp. 

9:30 A.M. 
Aircraft 
R. C. Gazley, Chairman 

Air Transportation Survey—W. 
A. Patterson, United Air Lines 
Transport Co. 

Constant Speed Propellers—Part 
I: F. W. Caldwell, Erle Martin and 
T. B. Rhines, United Aircraft 
Corp.—Part II; Erle Martin and 
C. F. Baker, United Aircraft Corp. 

2:00 P.M. 
Safety Driving Contest 
W. S. James, Chairman 
S. S. (Field Day) Dickey at the 
“mike.” Fun for everybody. 
8:30 P.M. 
Safety 
W. J. Davidson, Chairman 

Our Safety Responsibility—P. G 
Hoffman, Studebaker Corp. 

10:30 P.M.—Grand Ball 

Thursday, June 4—9:30 A.M. 
Diesel Cooling 


nities Detesn Lag 


In Getting 


HARTFORD, Conn.—Out of an 
anticipated total of 340,785 cars, 
only 112,525 had been brought to 
inspection lanes operated by the 
Connecticut Motor Vehicle 
Department up to Saturday, May 
2, according to Motor Vehicle 
Commissioner Michael A. Connor, 
who threatens suspension of regis- 
trations for all cars not inspected 
by the July 11 dead line. With 
only 55 working days in which to 
handle the 228,000 remaining cars, 
a serious situation may develop, 
the commissioner points out. 

The department has been sub- 
jected to considerable criticism by 
motorists who learned that many 
car-owners neglected to take’ their 
cars through the initial tests last 
fall and were not prosecuted. 
Commissioner Connor has an- 
swered this complaint by stating 
that the first test period was ex- 
perimental in nature and no real 
effort at strict enforcement was 
made. He promises rigid enforce- 
ment of the compulsory inspection 
requirement hereafter. 


Inauguration of the tests last 


Safety Checks 


year brought a “boom” in repair 
business to dealers, service sta- 
tions and garages throughout the 
state, in spite of the fact that 
thousands of cars were not tested. 


| Results are already apparent in 


that the percentage of cars in the 
current tests rejected is much 
lower than during the first inspec- 
tion period. Of the 112,525 cars 
inspected between Apr. 1 and May 
2, only 6,670 were rejected with 
instructions to have repairs made 
and return for a re-check. 

While heartily supporting other 
phases of Commissioner Connor’s 
highway safety campaign, news- 
papers and other mediums of pub- 
lic expression have been some- 
what lukewarm in their endorse- 
ment of the car inspection pro- 
gram. Observers point out that 
the department has been faced 
with a difficult public relations 
problem in “selling” the inspection 
idea, in spite of the fact that 
dealers and garage men have 
backed the plan whole-heartedly, 
both from a selfish viewpoint and 
in the interest of public safety. | 


L. P. Saunders, Chairman 

Development of High Speed 
Diesel Engine Fuel Indication— 
C. R. Alden, Ex-Cell-O Aircraft 
and Tool Co. 

Cooling Diesel Power Plants in 
Streamlined Trains—F. M. Young, 
Young Radiator Co. 

Heat Rejection from Diesel En- 
gines—M. S. Huckle, Consulting 
Diesel Engineer. 


9:30 A.M. 
Aircraft Construction 
Mac Short, Chairman 
Manufacturing Phases of Metal 
Construction— F. W. Herman, 
Douglas Aircraft Co. 
Stressed Skin Construction—D. 
R. Berlin, Curtiss Aeroplane and 
Motor Co. 


2:00 P.M. 
Diesel Fuels 
F. M. Young, Chairman 

The Constant Pressure Fuel In- 
jection System—Ralph Boyer, The 
Cooper-Bessemer Corp. 

Some Effects of Air Flow on 
Combustion in a High-Speed Com- 
pression Ignition Engine—A. M. 
Rothrock, National Advisory 
Committee for Aeronautics. 


8:30 P.M. 
Aircraft Engines 
Robert Insley, Chairman 

Liquid Cooled Aero Engines— 
H. Wood, Rolls-Royce, Ltd. 

Air-Cooled Aircraft Engine In- 
stallations—P. A. Anderson, 
Wright Aeronautical Corp. 

Vibration of Crankshaft Pro- 
peller Group — Karl Luerenbaum, 
Deutsche Versuchsanstalt Fur 
Luftfahrt E. V. 

Friday, June 5—9:30 A.M. 

Aircraft Fuels 

Opie Chenoweth, Chairman 

Engine Types and Fuel Prepar- 
ation Requirements—F. C. Mock, 
Bendix Products Corp. 

Future Possibilities of One Hun- 
dred Octane Aircraft Engine Fuel 

Lieut. F. D. Klein, U. S. Army 
Air Corps. 


Buick Sales ‘Hit 
4,903 for First 
10 Days of May 


FLINT.—Continuation of heavy 
retail volume experienced since 
the middle of the first quarter 
are reflected in sales of the Buick 
Motor Co. reported for the first 
10 days of May. During this pe- 
riod, according to W. F. Huf- 
stader, general sales manager, 
domestic retail deliveries of Buick 
motor cars totaled 4,903 units, 
comparing with 2,100 cars deliv- 
ered in the corresponding period 
a year ago, a gain of 2,803 sales 
or 133.5 per cent. The figure com- 
pared with 5,568 cars delivered 
during the first 10 days of April 
and with 3,237 cars delivered in 
the corresponding period of 
March. 





=s-> In the 
Heart of Philadelphia 


Convenient to the most trea- 
sured of the nation’s historic 
shrines. 


A step from railway terminals, 
shops and theatres. 


An hour from New Jersey's 
great sea coast. 


And a service and cu'sine fa- 
mous through three generations. 


Rates begin at $3.50 


BELLEVWJE STRATFORD 


One of th- few Famous 
Hotels in America 


CLAUDE H. BENNETT, Gen. Mgr. 


Book'ng Offices in 
New York: 11 W. 42nd St., Longacre 56-4500 
Pittsburgh: S .ndard Life Bidg., Court 1488 





National Index Boosted 


6 Per Cent; 
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April Business Gain Best ‘Since Recovery Began 


& 


IR 
= 
| 


147 Areas Up 


DETROIT.—Marking the most | most | ended only 15 per cent below. One 


noteworthy improvement of any 
month since the recovery began, 
the nation’s business index rose 6 
per cent during April, according 
to the monthly survey of 147 trad- 
ing areas conducted by the re- 
search division of Brooke, Smith 
& French, Inc., Detroit and New 
York national advertising concern. 


The improvement was wide- 
spread. Of the 147 areas, 97 bet- 
tered their percentage standings 
over March, 
above normal for the first time, 
nine showing no change and 41 
declining. The six areas that went 
above normal during April were 
Billings, Mont.; Boise, Ida.; Chey- 
enne, Wyo.; Colorado Springs, 
Colo.; Peoria, Ill, and St. Paul, 
Minn. 


15 Per Cent Below Normal 


“Other months have recorded 
higher gains in percentage figures, 
but their improvement was from 
lower levels,” the survey states. 
“April began with national busi- 
ness 21 per cent below normal; it 


All Signs Point 
To Record Year 


For Touring 


CHICAGO.—AIl signs point to 
a record breaking touring season 
this year, exceeding even the peak 
set in 1935, according to a survey 
made by the Chicago Motor Club. 
Bert Vanderwarf, manager of the 
club’s touring bureau, cited the 
indications that led to the con- 
clusion. 


“Every pertinent factor points 
to a substantial gain in the num- 
ber of motorists traveling this 
year,” he said. 

“The federal government al- 
ready is predicting increased 
gasoline demand for the weeks 
immediately ahead; car registra- 
tions are higher than for many 
years; spring and summer resort 
centers are making preparations 
for an unusually large volume of 
trade, and motor clubs throughout 
the country are reporting a steady 
increase in the number of re- 
quests for routings. 

“The spring travel season has 
begun earlier than usual, despite 
the torn-up condition of many 
highways.” 


Canada Car Financing 
Up 32% for 3 Months 


MONTREAL. — An increase of 
more than 32 per cent in volume 
and almost 26 per cent in the 
amount of financing was shown 
in automobile sales in the three 
months ended Mar. 31, compared 
with the corresponding period 
last year, the Dominion Bureau 
of Statistics reports. Motor ve- 
hicles financed totaled 18,766 at 
$7,823,480 compared with 14,163 at 
$6,129,094 in the first quarter of 
1935. New vehicles financed num- 
bered 6,091 at $4,220,067 compared 
with 5,107 at $3,544,442 and used 
vehicles totaled 12,675 at $3,603,413 
compared with 9,146 at $2,584,652 
last year. 


Distribute Willys 


OMAHA, Neb.—Roy Hayward and 
Frank R. Novak last week became 
distributors of Willys 77 cars, form- 
ing a new firm to be known as Hay- 
ward-Novak Motors, Inc. The com- 
pany will represent the Willys or- 
ganization in western Iowa and 
eastern Nebraska. Complete service 
equipment is being installed and the 
service department will be featured. 
Hayward has been in the auto busi- 
ness in Omaha for 22 years and 
Novak for 11 years. 


six of them rising | 











end 
cent | 


at the 
29 per 


index 
was 


year ago, the 
of the month 
below. 

“Largest gains—5 per cent or 
better were in the northwest | 
wheat belt, in the states of In- 
diana and Oklahoma, in the steel | 
districts of Pennsylvania and 
West Virginia and on the Pacific 
Coast.” 

Areas in which indexes im-|} 
proved 5 per cent or more during | 
April were: Aberdeen, Bakersfield, | 
Casper, Duluth, Evansville, Fargo, 
Fort Wayne, Grand Forks, Grand 
Junction, Grand Rapids, Hunting- 
ton, Indianapolis, Lansing, Little 





STYLE 


Rock, Los Angeles, Manchester, 
N. H.; Minneapolis, Mobile, Okla- 
homa City, Omaha, Pittsburgh, 
Poughkeepsie, Pueblo, San Diego, 
Sioux Falls, South Bend, Spring- 
field, Mass.; Wilkes-Barre, Wil- 
liamsport, Yakima and Youngs- 
town. 
Recovery Widespread 

Areas closest to normal at the 
end of April were: 

Albuquerque, Austin, Bakersfield, 
Bangor, Beaumont, Billings, Boise, 
Charleston, W. Va.; Cheyenne, 
Colorado Springs, Columbia, S. C.; 
Columbus, O.; Dallas, 
Grand Junction, 
risburg, Houston, Indianapolis, 
Jacksonville, Miami, Milwaukee, 
Minneapolis, Oakland, Peoria, 
Phoenix, Portland, Ore.; Reno, 
Richmond, Shreveport, St. Paul, 
Terre Haute, Tulsa, Washington, 
D. C.; Wilmington and Yakima. 


JUST ABOUT / 2 


HERE’S a lot to look at 
new car “that has eve 


And there’s a lot to con 


under the hood of this smart, 
rything”— Oldsmobile! 


gratulate yourself on in the 


sleek-lined, deep-cushioned Body by Fisher that’s 


yours when you choose an Oldsmobile! 


There’s high style in the 


smooth, flowing lines of this 


gracefully contoured body. There’s smartness in its 


trim, in every interior ap 


pointment. 


There’s an unmatched sense of reassurance in traveling 


under its one-piece solid 


steel “Turret Top.” Never a 


seam, never a joint— much less the old-fashioned 
fabric “soft spot” you used to have overhead! 


And comfort! In hot weather, throw wide the trim 


FS : 


THE MARK OF THE MODERN CAR 


ONE-PIECE SOLID 


on GENERAL MOTORS CARS ONLY: CHEVROLET - PONTIAC - 
GER Saint aR OP St hs ARN 


STEEL 


| its products in 1935 


| estimated 


| $1,127,259,232 


Detroit, | 


Green Bay, Har- | ‘ 
| 1935 crude oil production at $975,- 
| 000,000. 


| figures, 





Taxes on Oil 
Again Exceed 


Value of Output; 


Taxes levied up- 
industry and 
for fhe third 
exceeded 
value of all crude 
produced in the United 
The 1935 tax bill is estimated at 
by the American 
Petroleum Industries Committee, 
while preliminary figures place 
the estimated aggregate value of 


NEW YORK. 
on the petroleum 


consecutive year 


The totals, compared with 1921 


value of crude oil has increased 
only 19.7 per cent in the 15 years, 
the tax costs have increased about 
935 per cent. It is estimated that 


the | 
oil 
States. 


indicate that while the} 


13 


i the increase in the value of 
the product had kept pace with 
| the growth of taxes, the 1935 out- 
| put would have been worth over 
| $7,500,000,000. 

The 1921 tax bill was estimated 
at $108,773,631, and the value of 
crude oil produced at $814,745,000. 
The 1933 tax bill was $1,004,824,028 
as compared with crude oil out- 
put value of $608,000,000. The 
1934 tax bill was $1,046,149,575 
against $904,825,000 estimated 
value of crude oil output. 


Seattle Will Adopt 


Periodic Inspections 
SEATTLE. — Periodic inspec- 
tion has been adopted here, by 
city ordinance, and a municipal 
station for inspections will be 
erected at foot of Lake Union. 
Traffic Engineer Bollong is in 
charge of the city’s inspection, 





which will begin about July 1. 


.. SAFETY .. COMFORT 


A MAN COULD ASK 


Ventipanes and Fisher No Draft Ventilation will scoop 
in gales of cooling breezes. In bad weather — a touch 


on the handy controls and you 
shutting out the fresh air! 


*ve shut out rain without 


No drafts, ever, to spoil your comfort—no fogged-up 


inside windshield surface. 


Yes, there’s just about everything a man could ask for 
in this able member of the General Motors family. 
And many of its finest qualities trace to its one-piece 
solid steel “Turret Top” Body by Fisher! 


“Torrer Tor soo 


* Registered 


OLDSMOBILE - BUICK 


LASALLE - CADILLAC 
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You who spread your toothpaste over miles of bristles, who 
pour your coffee into countless cups, roll your rubber across 
continents, spoon your soups into mouths by the million— 
you understand the volume market. 






To you marketers in the millions who know where volume 
grows ... to you presidents and treasurers who know where 
profit lies . . . to you advertising men whose ideas are orches- 
trated for cash registers... this market message is addressed. 






















. 


HE American Volume Market (where you 

sell your goods) stretches from ocean to 
ocean, but it is really bounded by the twenty 
million families who possess the basic materials 
of living. 

About 22,400,000 families have radios—all vin- 
tages; some 22,450,000 ride around in something 
with a motor and four wheels; approximately 
21,204,354 can snap a switch and get light. Just 
about two-thirds of America’s thirty million fami- 
lies measure up to this standard. The rest are eco- 
nomically or geographically remote—a poor market 
for tires, motor oil, electric refrigerators, or what- 
ever boxtops may result from a coast to coast hookup. 

This volume market encompasses both “class”’ 
and “‘mass”—for theré are no such keys on cash 
registers. It is broadly definable as “those families 
who can be reached with national advertising, and 
who can buy branded merchandise.” So to sell the 
volume market, you must reach those who are 
accessible to your advertising and who live where 










stores stock your goods. 






BVIOUSLY, twenty million families are a 
() lot of people. So many people, in so many 
places, who are so different in looks and tempera- 
ment, in incomes and desires, that no one manufac- 





AMERICAN Vous MARKET | 


turer can sell all of them. That no one magazine, no 


one newspaper, or group of newspapers, no one 


radio program can reach all of them. But among 


these millions are some with a quicker response, 
who are gregarious, who like to live, work, and 
play where there’s a crowd. For these people, a 
new car or a new coffee can be an event. 

These are the people who are the heart of the volume 
market; whose social, economic, and geographical 
positions make them most responsive and influen- 
tial; among whom advertising develops its greatest 
velocity and sales impact. 


HESE are the people who make Liberty a 
"Tea advertising force. We did not make 
these people; rather, these people made this maga- 
zine. This is the explanation of Liberty’s acceptance 
as a piece of merchandise. From the very beginning, 
Liberty was editorially aimed—not at class or mass 
—but at the volume market. That is why it has 
achieved the greatest retail (copy-by-copy) circu- 
lation of any magazine. 

In the pages to follow, we will tell you how and 


why this retail circulation parallels retail sales; why 
the strategic location of Liberty’s millions—socially, 
economically, and geographically—gives advertis- 
ing aimed at the volume market an added leverage. 
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Slide Rule Boys 
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Ne ew York SAE Members Put Cars Through Paces 


s Evolve 


Stiff Tests for Entries 


By BOB MOUNTSIER 


NEW YORK.—The Metropolitan Section of the Society 
of Automotive Engineers held its “third annual proving 
ground outing and passenger car symposium” at Glenn 
Curtiss Airport in Long Island City last Tuesday. And in 


the course of the affair the 
blue prints put 1936 models 


boys of the slide rules and 
of all America’s well-known 


cars plus a foreign car, through their paces over a stretch 
of ground that is a pretty — yardstick as the engineers 


make it and take it. 
The engineers who tested the 
exhaust gases of cars with instru-| 
ments tempor- 
arily installed 
inside the _ se- 
dans while run- 
ine Srl 2ot 
headaches. So at 
next year’s p.g. 
outing and p.c. 
symposium they 
are planning to 
test for the car- 
bon monoxide 
which finds its 
Bob Mountsler way into closed 
cars under normal conditions. 
SAE inquisitiveness brought out 
some interesting things about va- 
rious cars. Vision tests showed 
that for driver visibility of a 
pedestrian’s pedal extremities in 
the middle of the road the mini- 
mum was 26 feet and the maxi- 
mum 56 feet. In one car the 
driver could see little of the road 
when the cowl ventilator was 
raised. Certain. cars were criti- 
cized because of the inaccessibil- 
ity of their mechanism, others for 
overstuffing (of upholstery) which | 
made the driver too comfortable 
for efficient piloting. 
Test New Models 
Voting, as to performance, com- 
fort, etc., of cars by SAE mem- 
bers who attended the outing, 
which began at 10:30 a.m. and 
ended at night with dinner and | 
discussion, was not made public. 


The 1936 models under test in- 
cluded Buick, Cadillac. Chevrolet, 
Chrysler, Cord, De Soto, Dodge, 
Ford, Graham, Hudson, LaFay- 
ette, LaSalle, Lincoln, Nash, Olds- | 
mobile, Packard, Peugeot, Pierce- 
Arrow, Plymouth, Pontiac, Reo, 
Studebaker, Terraplane and Wil- 
lys. 

Our town had a big safety 
parade last Saturday under the 
auspices of the Police Depart- 
ment. Official figures have it that 
there were more than 2,000 cars 
in the procession, and we believe | 
the count, for it required almost 
two hours to pass the reviewing | 
stand near Grant’s tomb. Cars 
and trucks of city departments 
and of commercial organizations | 
constituted the great majority of | 
vehicles, all of which bore slo- 
gans which had to do with safety | 
and the importance of driving | 
slowly. 

One section of the procession 
got behind and for a time carried | 
its “save lives instead of sec- 
onds” signs at an alleged 50 m. 
p.-h. One truck bearing the le- 
gend “Sudden Death” carried a 
smashed car through the broken 
windshield of which protruded 
the wax figure of a man realis- 
tically made up in part with red 
paint. Another presentation made 





| safety and accident 


| tee, 


| back 





use of six vehicles. The first was 
driven erratically by a man who 
laughed, gesticulated and drank 
from a bottle. Behind it came a 
truck towing a smashed car, and 
then in succession, an ambulance, 
a hearse and a float with grave 
and headstone. 


La Guardia Looks 


Ceremonies at the reviewing 
stand included speeches by Mayor 
La Guardia and Police Commis- 
sioner Valentine. The Mayor has 
some ideas on the subject of 


insurance, 
and here they are in brief: 

“Unless safety is developed to 
a greater degree, it may become 
necessary to limit strictly the 
number of licenses issued for au- 
tomobiles each year. While we 
would like to increase the number 
of cars in use, I want the drivers 
of this city to remember that 
their future is in their own 
hands.” 

Rates Held High 

“IT ask the automobile insurance 
companies to reduce their prem- 
ium rates. These rates are too 
high, and they are unfair. I am 
willing to extend to the insurance 
companies the right to use trucks 
or cars with which to investigate 
accidents, as the fire insurance 
companies do fires now, with the 
rights in traffic of police cars. I 
think they should have the op- 
portunities of investigating acci- 
dents in this fashion.” 

“We have opened more than 
200 playgrounds, and in every 
area where they have been opened 


| we can see a reduction in acci- 
| dents.” 


It appeared that the automobile 


| dealers of the city’s five boroughs 


last 
the 


“wide open” 
one reason, 


were running 
Sunday. For 


| Lord’s Day Alliance had taken 


no further steps in its plan to 
prosecute dealers who remained 
open for business on Sundays. 
For another, “the other dealers 


| have opened up, so I got to do 


it too, although I don’t want to.” 


With the New York State Leg- 
islature, closed the Burchill bill, 


which passed the senate and went | 


to the assembly’s banks commit- 
is dead, at least for this ses- 
sion. This bill would require the 
regulation of all 
companies in the same way as 
the licensed lenders of small 
loans and limit the rate of in- 


terest to 6 per cent on the aver-| 


age amount of money loaned. 


Curry Returns 


Duncan Curry, once a yachting 
writer, long an automobile editor 
and now a retired gentleman, is 
in his New York home 
from a winter in California. It 
seems that Chris Sinsabaugh was 
about the only big automotive 
brass hat he saw during his win- 
ter’s sojourn on the Pacific coast. 

In the chaos of the last hours 
of the New York State Legisla- 
ture’s 1936 session bills providing 
for compulsory inspection and 
compulsory insurance for all au- 
tomotive vehicles were defeated. 
The gasoline tax bill providing 
for a one-cent emergency tax in- 
stead of two cents was passed, 
making the New York state gas 
tax three cents in place of the 
present four. 


Throw Out 2,000 


MIAMI, Fla. — More than 2,000 
autos were rejected as unsafe for 
driving during the first 27 days of 
April when 9,000 motor vehicles were 
tested. 


New Republic Office 


CLEVELAND. — The New York 
district sales office of the Republic 
Steel Corp. has opened a new sub- 
office in the State Bank Bldg., 
Albany, N. Y., with J. M. Higin- 
botham, salesman in charge. 





| pany with 
| square feet 


motor finance | 











IT WILL REQUIRE 175 tons of coal each day to fire two new 
boilers now under construction at the Chevrolet gear and axle plant 


in Detroit. 


crease the present capacity of the power house. 


They will furnish steam to new turbines, installed to in- 


Each boiler towers 


42 feet high. Here are shown expert workers lining up the tubes as 


they are fitted to place. 


Libbey- 


Owens-Ford Plans 


$700,000 Plant Expansion 


TOLEDO.—Detailed plans for a 
$700,000 building expansion pro- 
gram at the Rossford and East 
Toledo plants of the Libbey- 
Owens-Ford Glass Co, have been 
announced here by John D. Big- 
gers, president. The completed 
plans are expected to be ready 
for contractor estimates 
June 15, so that actual construc- 
tion work can be started soon 
after. 

A large addition will be made 
at Rossford, a suburb of Toledo, 
while a new steel and brick boiler 
house will be erected at the East 
Toledo plant, providing the com- 
more than 
of additional floor 
area. 

A new packing and shipping 
room, 80 by 400 feet will be con- 
structed at Rossford for plate 
glass. There will be three large 
truck doorways and a railway sid- 
ing, with an overhead electric 
crane in the building. 

Another room, 150 by 233 feet, 
will be added for inspection, cut- 
ting and storage of 
plate glass. 





ASI Show Reservations 


Urged MEMA Members 


CHICAGO. The Blackstone 
Hotel will be the official Motor 
and Equipment 
Assn. headquarters during this 
year’s Automotive Service In- 
dustry’s Show at the Navy Pier, 
here, Dec. 9 to 13, inclusive. Other 
official hotels will be the Drake 
and the Congress. 

From now until Oct. 1 members 
may make reservations for the 
period of the show. All reserva- 
tions will be checked for mem- 
bership status through these ho- 
tels and the executive office of 
the association. 

After Oct. 1 these hotels are 
free to accept reservations for 
the show period from non-mem- 
bers. 

Reservations for the Black- 
stone and the Drake should be 
sent to G. E. R. Flynn, conven- 
tion manager, at the Drake. Res- 
ervations for the Congress should 
go to Miss Gertrude B. Cum- 
mings, convention manager. 


about | 





122,000 | 


large size | 


Six overhead electric | : 
* | duction 


Manufacturers | 





cranes will be_ installed, 
with glass storage racks, 
ining stands, 
washing machines. 


glass, with cutting tables, racks 


and an overhead crane. 
An addition to the box and car- 
penter shop, 95 by 110 feet, will 


| be constructed to house all car- 


penter work of the entire plant. 
Two other new extensions, 
75 by 90 feet, will be used to han- 
dle and store materials, and ad- 
ditional locker room facilities, 
with an area of 8,700 square feet, 
will have steel lockers, numerous 
showers and a modern first-aid 
hospital unit. 

There will also be a new stor- 
age room, 42 by 104 feet, for pack- 
ing materials. 


Turret-Tops Set 
Chevrolet Mark 


DETROIT. 
of turret top models 
passed the 1,000,000 mark on May 


| 11, only a little more than a year 


after the company started to 
build closed cars with this all- 
steel roof. 

According to an announcement 
made by W. E. Holler, vice-pres- 
ident and general sales manager, 
the record of 1,000,000 turret tops 
marks both an outstanding man- 
ufacturing achievement, and a 
definite proof of public accep- 
tance of the new type body con- 
struction. 


Production of Buses 


Is 33% Ahead of 1935 

NEW YORK. — Production of 
buses to date is surpassing last 
year’s record output of 15,675 ve- 
hicles, according to the motor 
truck committee of the Automo- 
bile Manufacturers Assn. 

The association’s figures indi- 
cate that 1936 production of its 
members is running 33 per cent 
higher than 1935 when school bus 
production doubled the previous 
12-month peak and vehicles made 
for common carriers exceeded 
every year since 1926. 





each | 


Chevrolet's pro- | 





Automotive Men 
Active in Plans 


For Trade Week 


NEW YORK.—Export officials 
of the automobile industry will 
take an active part in public 
meetings which will be held in 
various cities throughout the 
country in celebration of National 
Foreign Trade Week, May 17 to 
May 23, the Automobile Manu- 
facturers Assn. announced today. 

Edgar W. Smith, vice-president 
of General Motors Export Co., 
representing the association’s ex- 
port committee, will speak on the 
subject “Foreign Trade and Do- 
mestic Welfare” at a meeting of 
the St. Louis Chamber of Com- 
merce May 22. 

Richard May, manager of plan- 
ning and control, General Motors 
Export Co., will address a special 
meeting at Providence, R. L., 
May 18, sponsored by the Cham- 
ber of Commerce in that city. 
May, who recently returned from 
Japan, where he served as man- 
aging director of General Motors 
Japan, Ltd., at Osaka, will also 
address the Foreign Traders 
Assn. of Philadelphia, May 21. 

The manager of the associa- 
tion’s export department, George 
F.. Bauer, is now on a lecture tour 
through mid-western states in an 
effort to popularize support for 
the reciprocal trade agreements 
policy. During Foreign Trade 
Week he will address meetings 
in the following cities: South 
Bend, Chicago, Kenosha, Milwau- 
kee, Minneapolis and Des Moines. 

Other motor officials active in 


along | #*ranging meetings to stimulate 


exam- | 
cutting tables and | 


public interest in foreign trade 
in their respective territories are: 
A, L. Frank, president of the 


| Studebaker Export Corp.; C. M. 

A wareroom, 60 by 260 feet, will | 
| be built for storage and cutting | 
of the Vitrolite type of structural | 


Wynne, export manager of the 
Diamond-T Motor Car Co., and 
H. M. Salisbury, export manager 
of the Nash Motors Co. 


| a Seems 
Of Regional 
Sales Meeting 


PONTIAC.—The regular month- 
ly meeting of regional managers 
was held in this city May 15 at 
the offices of Pontiac Motor Co. 
Projections for future production 
and sales were studied. 

Reports of continued high sales 
confirm the predictions of experts 
in the industry that 1936 will sur- 
pass last year by a comfortable 
margin and will prove the best 
year in the business with the ex- 
ception of 1929. 

Present at the meeting were 
the following regional managers: 
V. A. Davison, Atlantic region, 
New York; C, E. O’Meara, south- 
ern region, Memphis; A. A. Klein, 
central region, Pontiac; Allen 
Wright, midwest region, Chicago, 
and Tom Ray, Pacific region, 
Oakland, Calif. 


Visits World i tiiiiln 


Of Kelly-Springfield Tires 


CUMBERLAND, Md.—Recently 
returned from an extensive trip 
through Puerto Rico, Cuba, Ja- 
maica, Colombia and Venezuela 
in the interests of the export trade 
of the Kelly-Springfield Tire Co., 
Carl L. Reed, export manager of 
that organization, early this 
month sailed for Europe on a 
similar mission. 

Read intends that his trip shall 
bring him in contact with practi- 
cally every Kelly-Springfield dis- 
tributor in the European zone. 

Stopping first in London, he 
will later visit Egypt, Palestine, 
Syria, Iraq, Iran, Greece, Turkey, 
Austria, Poland, Finland, Sweden, 
Norway, Switzerland, Holland, 
Belgium, Spain and the Canary 
Islands. 





St. Louis Chrysler Dealers Advertise for Used Cars 


Unique Campaign Started 
By L.M. Stewart Cor poration 


ST. LOUIS (UTPS).—A flurry 
was caused in retail automobile 
circles here Mondays when L. M. 
Stewart, Inc., released an adver- 
tisement for used cars to replen- 
ish the stocks of this distributor 
and seven other Chrysler-Plym- 
outh dealers in this territory. 


The advertisement occupied five 
full newspaper columns of paid 
space in the St. Louis Globe- 
Democrat, the morning daily, and 
declared in bold-face type, “Chrys- 
ler dealers need more USED 
CARS! You will get the most 
liberal allowance on your present 
car that has ever been offered by 
the Chrysler dealers of St. Louis 
and St. Louis county if you drive 
it in for appraisal during this 
week of May 11. In spite of our 
record-breaking sales of 1936 
Chryslers and Plymouths, our 
used car stock is down to a two 
weeks’ supply.” The continued 
text stated that patron’s used cars 
might be accepted as down pay- 
ment or more, balance extended 
up to 24 months. 


Cars on Hand Hit “Low” 


The ad bore the signature of 
the L. M. Stewart Corp. and also 
those of the Burgdorf Motor Co., 
Gilder Motor Co., South Side Mo- 


tor Sales, Lennemann Motor Co., | 


Empire Motor Co., Ost Motors, 
Inc., and the St. John’s Motor Car 
Co. 


L. 
company bearing his name, said 
Tuesday, that the volume and 
dollar value of his used cars on 
hand that day was 33 per cent of 
this same volume and value on 
the same day, May 12, 1935. While 
the used car stock had decreased 
steadily throughout the year in 
the face of a volume of transac- 
tions which require many new 
and used cars for the Chrysler 
and Plymouth dealers of this ter- 
ritory, the company considered 
that cars on hand had hit “low” 
when only a_ two-weeks’ 


to launch advertising to get in 
the necessary stock. The com- 
pany has not had as low a used 
car inventory as at present since 
February, 1925. “This is signifi- 
cant considering that the sales in- 


crease has been correspondingly | 


great,” Stewart said. A low in- 
ventory might mean nothing of 
importance, but in this case sales 
increase for used cars has been 
simultaneous with decrease in 
used cars on hand. 


Lists Reasons for Success 


Stewart and his sales staff at- 
tribute this success to: good man- 
agement, proper attention to the 
cars, proper pricing, 
vertising and concerted sales ef- 
fort. 
has pointed out that people in 
general will not take a used car 
and expose it to the rigors of 
weather while parked on a lot, 
and that the used car is known 
to be an extremely important pur- 
chase to patrons. Therefore, the 
L. M. Stewart Co. makes a prac- 
tice of treating used cars as new 
cars, housing them in steam- 
heated buildings throughout the 
winter. “And this is stressed in 
our advertising,” Stewart said. 
This advertising was _ credited 
with unusually high pulling power 
during the recent winter of sub- 
zero temperatures when people 
have driven through cities and 
viewed cars on open lots covered 
with snow and ice, a condition 
almost repellant to sales. While 
cars housed indoors are not ob- 


served by passersby, the distrib-| 


utor put the theme of good treat- 
ment for the used car in his ad- 
vertising and the response has 
proved that this was effective, it 
was pointed out by a member of 
the Stewart sales staff. 


To correctly evaluate the dem- 
onstration by the L. M. Stewart 
Corp., figures on used cars on 
hand in the St. Louis trade ter- 
ritory may be considered. The 
average discovered from reports 





M. Stewart, president of the | 


supply | 
remained available and decided | 


proper ad-| 


A member of the sales staff | 
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used cars of 1,327 reporting deal- 
ers had increased 48.71 per cent 
on Dec. 31 over Jan. 1, 1935, in- 
dicating the big change in the 
| inventory situation at the end of 
|the year incident to the introduc- 


Louis Automotive Assn., Inc. | tion of new models in the fall. 
The release stated, “The 1,327 re- 


shows the number of used cars 3 
on hand Mar. 31 had increased | POTUNs dealers Melba from every 
10.1 per cent over the number | S¢ction of the United States and 
held Feb. 29 of this year. The in- represented all makes of cars. 
crease as of Mar. 31, 1936, against | Advertises Year ’Round 
Mar. 31, 1935, is 9.4 per cent. The | The advertising schedule of the 
figures are supplied by Joseph A.|L. M. Stewart Corp. in the St. 
Schlecht, secretary and manager | Louis Post-Dispatch is a year- 
of the association, who explained | around schedule, the copy appear- 
that they do not represent all|ing Tuesday, Thursday, and in 
dealers, but 65 fairly representa-|Sunday editions, the special re- 
tive ones. lease in the St. Louis Globe-Dem- 
Dealers are familiar with the|ocrat being in addition to a reg- 
country-wide picture on which the| ular schedule. In Tuesday’s and 
National Automobile Dealers| Thursday's editions a boxed ad 
Assn., in a release of Apr. 30 for | Uating a number of used car 
values was employed. The larger 


of 65 dealers to the Greater St. 


May press dispatches stated that 





display copy in Sunday automo- 
bile advertising sections asked: 

“Can a used car that has been 
exposed to past severe weather, 
parked on a lot, be a sound used 
car? A car that is not worth 
housing is not worth considering.” 
Typical legends of this type were 
followed by explanations of the 
firm’s money-back guarantee, with 
mention of desirable reconditioned 
automobiles on sale. The theme 
will, of course, be changed to 
appropriate copy during the sum- 
mer. 


Tax Revenue Up 

JEFFERSON CITY, Mo.—Gaso- 
line tax collections for March to- 
taled $869,557, an increase of $91,- 
492 over collections for March, 1935, 
according to official figures released 
by R. H. Cherry, state oil inspector. 
Collections for the first quarter of 
1936 aggregated $2,322,258, com- 
pared with $2,114,401 for the like 
pe riod of last” year. 


MANY A RACE IS WON BY 


Starting Right 


ND tothe manu- 

facturer of prod- 

ucts made of steel, 

starting right most 

often means starting 

with a steel that is right for the job 

.-.asteel that will free him from 

costly uncertainties in fabrication 

... that will give the performance 

he has a right to expect when it 
goes into service. 

Uniformity in quality and unvary- 
ing dependability are available in 
Carnegie-IIlinois Controlled Steels— 
plain Carbon Steels for forging, heat 


Steels. 


treating, forming, and machining. 
There is no need to guess about 
their behavior. In these steels those 
“mysterious differences” 
make it difficult to obtain consistent 
results with ordinary steels are 
eliminated. Users know that each 
shipment will perform in the same 
satisfactory manner as the last. 

Let our metallurgists tell you 
what they are doing to reduce man- 
ufacturing costs and improve pro- 
duct quality with Controlled Carbon 
Let them help you to de- 
termine the grade and character of 


which 


UNITED STATES 


Milwaukee Garagemen 


Elect New Officials 


MILWAUKEE, Wis.— Paul O. 
Schulz, Milwaukee, was _ re- 
elected president of the Wiscon- 
sin State Assn. of Garage Oper- 
ators at the closing session of the 
annual convention. 

Other officers elected are W. W. 
Hackbarth, Milwaukee, secretary; 
A. R. Peterson, Milwaukee, finan- 
cial secretary, and Leonard 
Weeks, Milwaukee, treasurer. Di- 
rectors are Gus Bett, Oshkosh; 
Harold F. Jensen, and Roy Nel- 
son, Racine; K. G. Gesch, She- 
boygan, and Al Knippel, E. Jonas, 
Jack Warren, William H. Koenig, 
John Rewolinski, William Stewart 
and Jack Winski, Milwaukee. 

The question of whether the 
association will indorse a code or 
a licensing bill for state garage 
operators was referred to the new 
board for decision. 





steels best suited to your purpose. 
In other words —make sure you are 

starting right! 

CarRNEGIE-ILLINOIS STEEL CORPORATION 

Pittsburgh and Chicago 

Pacific Coast Distributors: 
an Francisco. 

States Steel Products Company, New York 


Controlled 


STEELS 


Columbia Steel Co., 
United 


Export Distributors: 
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Canadians Disappointed as Cost of Cars Advances 
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Recent Tariff Inquiries 


Fail To Get Desired Results 


By WARREN HASTINGS 
ADN Correspondent 


TORONTO. Buyers who de- 
layed purchasing under the 
pression car prices would be lower 
after May 1, following the cut in 
the protection formerly enjoyed 
by the Canadian motor industry, 
were keenly disappointed to find 
that cars in Canada are to cost 
the consumer from $13 to $25 
more instead of something like 
$50 less, which observers had in- 
terpreted as being the aim of 
the tariff board’s recent 


Canadian public. 


Actually there has been no in- 
crease in automobile prices, and 
the fact that cars are now cost- 
ing the public more is due en- 
tirely to an increase in the sales 
tax of 2 per cent. But most 
everyone, including many deal- 
ers, had anticipated lower prices 
under the more liberal 
policy of the new government, 
and many members of the house 
were embarrassed to find that 


instead of being cheaper, cars in| 
the low and medium price brack- | 
ets were to cost the consumer 


4 ¢ “#4 ¢ 
AUTOMOTIVE CABLE 


FOUR FORTY 
ry Tt 


eet ie ea 


im- | 


inquiry 
into the cost of motor cars to the | 


trade | 


| more, and only the luxury cars 
would be cheaper. Members of 
the government from the prairie 
provinces and from the mari- 
times section of Canada showed 
keen disappointment in the gov- 
ernment’s apparent failure to se- 


bile prices for buyers in the ex- 
treme eastern and western parts 
of the country. 
Disclaim Responsibility 
Pending 
new regulations, 


factories operating in the Domin- 
ion, except to disclaim all re- 
sponsibility for the increase in 


| prices occasioned by the increase 


of 2 per cent in the sales tax. 
Apparently any benefits under 
the new regulations tending to 


are offset, 
offset, by other 


in Canada 


than factors 





tend to increase costs. 


in the 


which 
Leaders 


further study of the| 
no statements | 
have been issued by the several | 


| 
| 
| 
| 


cure the promised lower automo- | 


decrease the cost of manufacture | 
or more | 


industry appear | 


uncertain of the effects of the| 


new provisions, and with mate- 


| rials for the balance of the year 





WITH ORDERS INCREASING, General Motors Truck Co. has 
speeded production of its new taxicab models to 40 a day. More than 
3,000 orders have already been received, it is reported, 


largely contracted for, any low- 


ering of costs resulting from the | 


tariff adjustments would not be 
reflected 
this year. 

What effect the higher prices 


ascertained 
dealers and distributors are fear- 
ful they will be blamed for clap- 
ping on a few extra dollars now 
that the factories have stated 
they have not increased the 
prices of their cars. In addition 


tune-ups 


. . . When you display these new 


PACKARD CABLE MERCHANDISER 


GROUPS! 
o 


Direct your customers’ attention to the 


need for replacing worn ignition and 


RE-WIRING CADDY 
NO, 225-A 


battery cables by displaying these new 
Packard Cable Merchandiser Groups. 


Each one of these colorful new displays 


nner 


Korelug & HI-PRESS TERMINAL | 


cant come off -otbteck | 
i 


ay 


is a reminder to your customers—a 
silent salesman that will sell more goods 
and add to your profits. Invest in Pack- 


ard Cable Merchandiser Groups now— 
be ready for the big seasonal rush of 
tune-up business. Also, use the handy 
PackardRe-Wiring Caddy —just the thing 
for those “jiffy jobs” around the service 
station. This portable Caddy includes 
all necessary terminals, etc., to do a 
complete re-wiring job. See your jobber. 
Packard Electric Corp., Warren, Ohio. 


REG.U S. PAT. OFF 


THE STANDARD WIRING EQUIPMENT OF THE AUTOMOTIVE INDUSTRY 


in the prices of cars| 


to the 2 per cent higher sales tax, 
there is now a 5 per cent excise 
on the wholesale value of a car 
in excess of $650 while imported 


|cars pay a further 3 per cent 


: | import tax in addition to import 
will have on car sales cannot be | 


at the moment, but | 


duty. The duty on imported cars 
was cut to 17% per cent with the 
new year, and the prices of im- 
ported cars revised downward at 
that time. However, faced with 
the higher sales tax, distributors 
of American-made cars have 
been forced to advance their 
prices, also. Prices of cars in the 
luxury class, which apparently 


| are to be largely imported in the 


} in 
| criminary 


future, are at present undergoing 
downward revisions. 


Of Major Importance 

The changes affecting the auto- 
mobile industry are regarded 
among the experts as of major 
importance. A _ general rate of 
duty of 17% per cent is adopted 
for all classes of imported cars, 
contrast to the previous dis- 
rates which 
higher duties on cars above the 
$1,200 price class. In compensa- 
tion for the reduction schedules 
in respect to the higher priced 
cars, and for failure to increase 


| the rates in respect to the lower 
| priced cars, the excise tax is cut 
| to 5 per cent in the former case 


| of 


is removed entirely in the 
In addition the rates 
duty on parts are radically 
reduced, with the added pro- 
vision that if the content of the 


and 
latter case. 


| car is 50 per cent Canadian in the 
| case of manufacturers producing 


less than 10,000 cars a year and 


| 60 per cent Canadian in the case 


| of manufacturers producing more 


| than 10,000 cars a year, the parts 


come in duty free. 


The first reaction of motor 


| tariff experts to these changes 


| the high-priced car 
Canada. 
| producers, 


was that they meant the doom of 
industry in 
For the lower priced 
the abolition of the 
5 per cent excise tax was not 
seen aS any advantage, because 


| under the recent regulations they 
| have been exempt from it in any 


event provided that they could 





In This Corner 


(Continued from Page 6) 


“through highways” and “stop- 
ping of vehicles” where the visi- 
bility is so poor that we feel 
justified in compelling all vehicles 
in a particular direction to stop. 

Signs requiring vehicles to stop 
in various directions has resulted 
in confusion, Nowadays, we try 
stopping the lighter streets, and 
if the travel is very fast we place 
warnings on the main streets. 

This is not to be taken as criti- 
cism of Mr. Slocum’s ideas, which 
would be practical in some places 
where it is possible to obtain en- 
forcement, but this is not true in 
many locations, to secure univer- 
sal obedience to traffic signs and 
signals. — T. E. Transeau, traffic 
engineer, Department of Public 
Safety, Philadelphia. 


imposed | 








show a 60 per cent Canadian 
content. 


For the parts manufacturers 
the protection becomes not so 
much the rate of duty, as the 
requirement upon the manufac- 
turers to reach a 50 per cent or 
60 per cent Empire content in 
order to bring in their parts free 
of duty. 


One other provision is made 
respecting motor cars which is of 
definite assistance to the industry 
in Canada. That is the placing of 
most of its machinery on the 
free list. 


| Coming Events | 


10-20—Madrid, Spain. Automobile Show. 
16-23—Tulsa, Okla. International Petroleum 
Exposition and Congress. 
20-21—Cleveland. National 
Assn., spring convention. 
25-28—New Orleans, National Assn. of Pur- 
chasing Agents. Twenty-first annual 
international convention and Inform-a- 
Show. Roosevelt Hotel. 
28—New York. American 
Institute, annual meeting. 
toria. 
30—Indianapolis. Annual 500-mile race. 
30-June 14—Katowicz, Poland. Automobile Show. 
31-June 6—White Sulphur Springs, W. Va. 
SAE Summer Meeting. 
JUNE 
1-4—Cincinnati. Automotive Engine Rebuild- 
ers’ Convention. 
6-Nov. 29—Dallas, Texas Centennial 
tion. 
19-21—Mackinac Island. 
tive Engineers, Detroit 
cruise, 


27-Oct. 4—Cleveland. 


Battery Mfrs. 


Iron and Steel 
Waldorf-As- 


Exposi- 


Society of Automo- 
section, annual 


Great Lakes Exposition. 
29-July 3—Atiantic City. American Society for 
Testing Materials, annual meeting. 
Chalfonte-Haddon Hall. 
AUGUST 
3-9—Great Falls, Font. 
State fair. 
15—Goshen, N. Y. 
22—Springfield, til. 
fair. 


Automobile Show. 
Automobile Show. 


Automobile race. State 


SEPTEMBER 

7-12—Pittsburgh. American 
ciety. semi-annual meeting 
21-22—Reading, Pa. Pennsylvania 
Assn. Sixteenth annual 

Abraham Lincoln Hotel. 


OCTOBER 
i-1t—Paris. Automobile salon. 
12—Mineola, L. 1. Automobile race 
velt Field, Mineola, L. I. 
15-24—London. Thirtieth International 
mobile Exposition. Olympia. 
19-2i—Chicago. American Trucking Assn. 
nual convention. Stevens Hotel 
19-22—-St. Louis. National Assn. 
pendent Tire Dealers, Inc. 
convention. Statler Hotel. 
19-23—Cleveland. American Society for Metals, 
18th national Metal Congress and Ex- 
position. Exposition Hall 


NOVEMBER 
3-7—Newark, N. J. National 
Show. 
9-12—Chicago. American Petroleum Institute, 
17th annual meeting 
11-18—New York. Automobile 
Central Palace. 
14-20—Columbus. Automobile Show. 
14-21—Chicago. Automobile Show. 
14-2i—Detroit, Automobile Show. 
14-2i—Boston. Automobile Show. 
14-21—San Francisco. Automobile Show. 
14-21—Washington. Automobile Show 
14-22—Los Angeles. Automobile Show. 
15-22—-St. Louis. Automobile Show 
15-21—Cincinnati. Automobile Show. 
*16-21—Denver. Automobile Show. 
19-20—New York. National industrial Traffic 
League. Annual Meeting 
19-25—Asbury Park. N. J. Automobile Show. 
*20-26—Lansing, Mich. Automobile Show. 
21-28—Baltimore. Automobile Show. 
21-28—Cleveland. Automobile Show. 
*21-28—Brooklyn. Automobile Show. 
*21-28—Buffalo. Automobile Show. 
21-28—Newark, N. J. Automobile Show. 
*21-28—Pittsburgh. Automobile Show. 
*21-29—-Kansas City. Automobile Show. 
22-29-——-Milwaukee. Automobile Show. 
23-30—Meriden, Conn, Automobile Show. 
*30-Dec. 5—Peoria. Automobile Show. 
*30-Dec. 5—Philadeinhia. Automobile Show. 
30-Dec. 5—New York National Exposition of 
Power and Mechanical Engineering. 
Biennial meeting. 


DECEMBER 
ASI Show. 


Chemical So- 


Automotive 
convention. 


Rooge- 
Auto- 
an- 


of Inde- 
Annual 


Motor Truck 


Show. Grand 


9-13—Chicago. 
*Tentative. 


Navy Pier. 





CONVENIENT TO 
AUTOMOBILE ROW 


That’s why so many 
automotive executives 
make the Lenox their 
headquarters when in 
Buffalo. 


RATES 
Single $1.50 to $3.00 
Double $2.50 to $5.00 
Family Suites $5.00 up 
Write for free A.A.A. road map; also 
our folder with map of downtown 
Buffalo. 


Hotel LENOX 


140 North Street, near Delaware 


BUFFALO 


CLARENCE A. MINER, President 





Montana Issues Regulations for Car Equipment 


Sets H eadlight 
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‘Standard; 


Fixes Stopping Piilance 


HELENA, Mont.—The highway 
patrol board of Montana has 
just issued exact and definite in- 
structions relative to the lights 
that must be carried by all cars 
and trucks. The regulations also 
declare it unlawful to operate a 
motor vehicle in an unsafe mech- 
anical condition, and fix the dis- 
tances in which all such vehicles 
shall be able to stop when travel- 
ing at various rates of speed. The 
regulations read: 


1 Headlights shall be so placed 
on an automobile that the 
center of the lens is not lower 
than 24 inches and not higher 
than 50 inches from the level sur- 
face upon which the motor ve- 
hicle stands. 

The center beam, or largest 

group of parallel rays, or the 
brightest spot produced by such 
headlight must not rise at a point 
25 feet from the lens thereof, 
above level that is four inches 
below a horizontal plane passing 
through the lamp or lens centers 
parallel with the level road or 
surface upon which the loaded 
vehicle stands. (a) When adjust- 
ing lights as designated in the 
foregoing regulations, sedans, if 
checked without a normal load, 
the center line beam must drop 
six inches instead of four. If a 
normal load is placed in the rear 
of such sedan, then the drop may 
be only four inches in the first 
25 feet. (b) All trucks with pick- 
up or any form of truck must 
drop the center of the beam or 
largest group of parallel rays six 
inches in the first 25 feet as per 
the foregoing regulations whether 
loaded or empty. No car shall 
have the center of the beam or 
the brightest spot of any light 
strike the highway at a point to 
exceed 225 feet from such car. 
(c) On trucks and buses, lights 
may be placed as high as 60 
inches from the level surface 
upon which the motor vehicle 
stands, but in all cases where the 
distance from the center of the 
lens to the road surface exceeds 
50 inches, the center of the beam 
or largest group of parallel rays 
or the brightest spot in such 
headlights must drop six inches 
to each 25 feet. 


Center of headlight beam 

shall parallel with center line 
of vehicle. 

Auxiliary driving lights, and 

fog lights or shoulder light 
must have center of beam strik- 
ing road surface not to exceed 60 
feet in front of car, and must be 
placed no lower than 24 and no 
higher than 40 inches from road 
surface. 


Trucks and buses operating 

as public carriers may have 
a spot light at any point on such 
vehicle providing such light is 
adjusted so that the light strikes 
the highway on the extreme right 
side of the traveled portion and 
at a point not to exceed 75 feet 
from such vehicle and this light 
must be turned out when ap- 
proaching a vehicle coming in 
the opposite direction. 
6 Spotlights must be so ad- 

justed that the center of the 
beam strikes the extreme right 
side of the roadway at a point 
not to exceed 75 feet in front of 
the car and must be turned off 
while approaching any vehicle 
traveling in the opposite direc- 
tion. Provisions of this section 
shall not apply to police and fire 
department equipment. 

It is hereby declared unlaw- 

ful to operate a motor vehicle 
in an unsafe condition. This per- 
tains specifically to brakes, lights 
visibility of glass enclosures and 
wind shields, steering devices and 
mechanical features enabling the 
operator to handle his car in a 
safe manner under all normal 
conditions. 
8 Cars traveling 10 miles per 

hour must stop in a distance 


15 miles per hour, 
37 | 


of nine feet; 
20 feet; 20 miles per hour, 
feet. 

Ninety per cent of the wind- 

shield, and front, side, and 
rear windows of every motor ve- 
hicle shall, at all times, be clear 
and free from all obstructions 
which might impair the view of | 
the driver. 
1 Every motor vehicle oper- 

ated on the highways of this 
state shall be equipped with a 
horn in good working order, cap- 
able of emitting sound audible 
under normal conditions from a 
distance of not less than 200 feet. 
] All cars towing a trailer 
- must have their brakes in 


| condition 


to comply with 
above stopping distances. 
12 All trailers with a _ gross 
weight amounting to 
pounds or over must be equipped 


with trailer brakes of sufficient | 
unit to} 
|comply with the above stopping 


capacity to permit the 
distances. 
l *)} Failure to comply with each 
and all of the above regula- 
tions will be deemed a misde- 
meanor. 
| Whenever any driver upon 
=the demand of an officer of 


| the Montana highway patrol shall 


refuse to submit to a test of the 
lights and brakes upon any motor 


vehicle which he may be driving | 


upon the highways of this state 
such refusal shall constitute a 
misdemeanor, and _ the 
shall immediately arrest such per- 
son for the above offense. 


officer | 
not “imported” in the old sense of 


| the word, 





Only 500 Cars 


3,000 | 


Imported In 
Last 5 Years 


WASHINGTON.—The imported 
automobile, once the badge of os- 
tentatious wealth, has become 
somewhat of a curiosity in the 
American scene, but U. S. Tariff 
Commission statistics show a few 
are still being brought into the 
country. The figures, compiled as 
a WPA project, show that an av- 
erage of a little more than 500 
foreign-built cars were purchased 
by Americans in the last five 
years, but the bulk of these are 


having been manufac- 


the public’s yardstick for 
Measuring value in used cars...” 


L.M.STEWART. Inc. 


TELEPHONE 


JErrerson 3610 


< FORMERLY MIDWEST | MOTORS. INC. >» 
DISTRIBUTORS 


CHRYSLER ano PLYMOUTH 
MOTOR CARS 


March 25, 1936 


Collins & Aikman Corporation 
200 Madison Aveme 


New York City 


Gentlemen: 


In reply to your inquiry as to our experience with 
the used cars traded by this company: 


upholstery in 


It is our experience that people who buy used cars 
look upon the condition of the upholstery as a yardstick in 
measuring the general condition and value of the used car. 
Good upholstery in a used car usually makes it more salable. 


3226 LOCUST BOULEVARD 


ST.LOUIS.MO. 
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| tured on this continent, in Canada 
and Mexico. 

Last year the total of passen- 
ger automobile imports was 562, 
valued at $217,726, upon which a 
10 per cent duty was imposed, The 
largest European supplier of these 


cars was the United Kingdom, 


| from which 43 were received. Ger- 


many sent only 19 and France 
eight. Italy, which also used to 
supply flashy models _ for 
America’s sporty rich, sent not 


one. 


Bendix Inspects Plane 


SOUTH BEND.—Vincent Bendix, 
president of the Bendix Aviation 
Corp., recently inspected the first 
of the “flivver planes” to be manu- 
factured by the Arrow Aircraft and 
Motor Co. This plane is the first 
plane to be designed for mass pro- 
duction using a standard Ford V-8 


engine = as motive power. 


HOW MOHAIR HELPS 


This letter from Mr. Stewart is 
typical of automobile dealers’ 


experience with used cars and 


the cost of reconditioning or 
hiding badly worn or soiled up- 
holstery. The solution? Order 
your new cars trimmed with 


mohair velvet. Then there is 


During 1935 we delivered 683 used cars, and in condi- 


tioning these cars for resale we found it necessary to equip 
approximately 20% with slip covers in order to make them 
Our average cost for equipping 


acceptable to 


used cars with slip covers is approximately $10 per car. 
total expenditure for slip covers during 1935 for the used cars 
handled by us was about $1500 - which could have been saved if 


the buying public. 


the upholstery had been in good condition. 


We believe that if dealers would stop to consider how 


our 


practically no reconditioning 
expense when these cars come 
back for resale. Mohair’s beauty 
endures. It can be perfectly re- 


conditioned with soap and water, 


much influence the condition of the upholstery has in selling 
used cars - and how mich money they lose because of worn or 


soiled upholstery - they would be more particular about the 
type of upholstery they sell their new car customers. 
ience tells us that it pays to specify mohair velvet when 


ordering new cars. 


Very truly yours, 


L. M. STEYART, INC., 


palit 


President 


Exper- 


& 


goes 
fu me WOWAIR VENES 


steaming, and very little labor. 


COLLINS 


AIKMAN 


CORPORATION 
200 Madison Ave., New York City 


Makers of 


REG. APPLIED FOR U. 8S. PAT. OFF. 
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a Angeles Buiek Distributor Finds Oil is Gold 


Howard Automobile Co. Sees 
Lubrication as Key to Profit 


LOS ANGELES. A Los 
Angeles millionaire, so the story 
goes, spent many years prospect- 
ing for gold and then, returning 
here to accumulate another grub- 
stake, struck oil in his backyard. 
Which is by way of introducing 
somewhat of a parallel in the au- 
tomobile business in this same 
city. 

The dealers, collectively, had 
their own overlooked backyard-— 
the service department, which 
was profanely tolerated as an- 
other drain on new car profits. 
To the dealers the surface was 
barren; to the public a_ place 
studded with “No Admittance” 
signs. 

And so “service” continued 
largely as something to be wag- 
gled out of the dealers by the 
customers. 

Blew Out Precedents 

Then Harold W. Tuttle, general 
manager of the Howard Automo- 
bile Co., Los Angeles, distributor 
for Buick, determined to sink 
some backyard test holes. Find- 
ing promising strata, he lowered 


of the department to 
arouse customer. interest and 
drive home the new selling 
thought. Visualization became 
the new operation then. Here, for 
all to see, were evidences of 
methods and outlay in the inter- 
est of the customers. 


Owner Saw Story 

Owners were invited to partici- 
pate in tests of their cars. They 
became actors in this new dram- 
atization of service. They saw the 
condition of the brakes of their 
cars registered automatically and 
unmistakably before their eyes. 
Wheel alignment was checked in- 
stantly by a needle moving on a 
large dial. And so on, step by 
step, the owners read the story of 
needed corrections. 


Valve grinding and cylinder re- 
boring were prominently placed 
operations with new equipment 
that radiated precision. The turn- 
ing down of brake drums was an- 
other display activity to catch the 
customer’s eye as the spirals of 
steel curled off the cutting point. 

About this time scientific motor 


section 


MODERN EQUIPMENT is the keynote of the Howard service 


department. 


The latest and most effective means of discovering 


engine trouble and repairing it satisfactorily are utilized daily. Above 


is shown the “engine ear” 
motor trouble. 


some depth bombs and the first 
explosion blew all of the custo- 
mer-halting signs and precedents 
right out of the building. 

The rumble reverberated up 
and down Automobile Row. 
Strange procedure! Service as a 
major operation? A big revenue 
potential? How interesting! 

Welcome signs appeared in the 
Howard service department. The 
customers, figuratively, were led 
by the hands and urged to inspect 
to hearts’ content and ask ques- 
tions. Nothing to conceal. The 
Howard-Buick organization had 
taken the modernization hurdle 
with one broad, pioneering jump. 

Old equipment went the way of 
old methods. New specialized pre- 
cision machinery was set up in 
prominent display in the main 


by means of which mechanics diagnose 


analyzation came into the swiftly 
moving procession. The Howard 
engineers believed they could go 
further in an impressive assembly 
of testing devices that would 
make the inner workings and con- 
dition of the motors as transpar- 
ent as a gold fish bowl. 


The Engine Ear was the result. 
The rows of gauges and gadgets 
set attractively on a large panel 
wrote a record that was easily 
read and understood by the cus- 
tomer layman. 

“Greasing,” meantime, on an 
old-fashioned rack with hand 
equipment in a rear section of the 
department had advanced to 
scientific application of specific 
lubrications. A shining hoist with 
glittering tanks and attachments 
vere prominently staged in the 


O——“- aaeaeneeancec 


A WORD TO THE WISE brings plenty of business to the Howard Automobile Co., Los Angeles 


Buick distributor. 
open and called attention to it. 


main portion to catch and in- 
trigue the eyes of all who drove 
in. 

Featured Cleanliness 

And, interestingly new to mo- 
torists, it was apparent that lub- 
rication was possible with com- 
plete cleanliness of car, uniforms, 
equipment and floor. 

The idea registered immediate- 
ly. The original hoist soon was 
insufficient to care for the mount- 
ing volume. A second was added, 
a third and then a fourth. The 
pattern here set in the main serv- 
ice department of the Howard or- 
ganization was extended to the 
Western avenue, Hollywood, Bev- 
erly Hills and Pasadena Buick 
distributor branches. 

Again it was a repetition of the 
original equipment soon becom- 
ing outgrown. New hoists and the 
accompanying fittings were added. 
Today there are 11 hoists in busy 
operation in the Howard depart- 
ments. 


And the revenue result? The 
records show that at the main 
building alone more than $50,000 
is the yearly gross from the lub- 
rication department. 


Kept Service Record 

But that is only a part of the 
story. Here became the most val- 
uable of all efforts in establish- 
ing the habit of service regularity 
in the customer’s mind. To make 
lubrication a routine rather than 
a spasmodic response, the Howard 
company devised the Lubrometer 
Coupon Service, which was fol- 
lowed up by phone calls and post- 
card mailings. The customer’s car 
became a permanent and progres- 
sive service record. 

Lubrication became the main 
factor in maintaining service con- 
tacts with diversified revenues 
flowing also into the other de- 
partments. 

Car radios entered the automo- 
bile business as a new potential 
for building gross. The Howard 
service department met the chal- 
lenge of the new car forces’ fast 
selling by installing a complete 
radio division with the first 
screened installation and 


ment on the coast. Volume grew. 
More than 2,000 radio sets have 











test | 


room in an automobile establish-| the night. 





Featuring modern service, the company brought the lubrication work out in the 
Volume grew quick ly, as told in the story on this page. 


CLEANLINESS more characteristic of an operating room than a 
garage features the service department of the Howard organization. 
Here we see cylinder reboring, valve grinding, brake drum truing 
and other equipment prominently displayed. 


been sold and installed. And re-| Manager 
cently, when new radios appeared | 


for the G-men’s cars in the Los 
Angeles district, the Howard ex- 
perts were called upon to do the 
job of installation. 

Making cars operate with high 
efficiency did not complete this 
Buick distributor’s goal. There 
was the important customer-ap- 
peal of car appearance. So a fin- 
ish-building division to maintain 
cars in like-new elegance was 
opened. How this idea worked 
out is shown by a monthly aver- 
age of 400 cars going through 
this operation. 

Cleanliness the Rule 

This appearance consciousness 
that was impressed upon the cus- 
tomer’s mind also applied to the 
Howard personnel. Absolute clean- 
liness is one of the first of the 
Tuttle rules. Uniforms must be 
spotless and the building floors 
kept free from grease and the 
inevitable dirt that seems to seek 


| automobile service departments. 


Crews of painters and men with 
brooms and mops always are at 
work. Large electric scrubbing 
machines are busy throughout 


come from all of 
since General 


What has 
these activities 


Endurance beyond your specifications 


BORG & BECK 
CLUTCHES 


DIVISION OF BORG- WARNER CORPORATION 


| Works, 
from 


Pe 


Fay 





Tuttle plumbed the 
backyard? Something very inter- 
esting. Last year the Howard 
service operations wrote approxi- 
mately 60,000 customer labor tick- 
ets, which meant in revenues, as 
explained by Tuttle: 


Service Pays 75% Overhead 

“The service revenues pay 75 
per cent of our fixed overhead. 
The volume has gained steadily 
through years when other sales 
were down and motorists were in- 
clined against service expendi- 
tures. We expect to bring our 
contributing grosses from service 
to a still higher point this year 
through the increasing customer 
volume. 


“What we have learned by our 
own experience we have passed 
on to our Buick dealer organi- 
zation in the Los Angeles zone 
with supervision. The result is 
read in bold figures on the dealer 
statement sheets. They, as we, 
recognize the revenue potential 
of service and equally the im- 
portance of extending and hold- 
ing customer good will.” 


Plan Giant Parade 


WASHINGTON.—Eight thousand 
boy and girl members of the nation- 
wide movement will parade here 
May 23 in the fifth national School 
Safety Patrol Parade, the American 
Automobile Assn. announced this 
week. In conjunction with the pa- 
rade will be held the first national 
convention of patrol members at 
which will be discussed problems of 
highwav safety and traffic regula- 
tion which confront school patrol- 
men in the regular routine of their 
duties. Government, army, school 
‘nd police authorities will review 
the marchers. 


W illiam D. at 


CHARLOTTE, N. C.—William D 
Fay, 45, official of the Olds Motor 
died here as a result of an 
»utomobile accident. He came here 
Chicago, where he was with 
he GM exhibits at the World’s Fair, 
serve as district representative 
of Olds. He is survived by his 
widow, Mrs. Helen L. Fay. Mr. 
was returning to Charlotte 
from a business trip over his ter- 
ritory when his car left the high- 
way and turned over ‘several times. 





Violators Must App 
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Traffic Safety Movement Spreads to Universities 


ear 


Betore Student Courts 


NEW YORK.—Self-government 
among student bodies in several 
large universities has been man- 
ifested in a new field recently 
with the establishment of “stu- 
dent courts,” wherein justices 
elected by the students, together 
with bailiffs, prosecuting attor- 
neys, clerks, etc., impose fines 
and punishment upon student vio- 
lators of traffic laws and cam- 
pus regulations relating to the 
operation of motor vehicles. 


Reports of the National Stu- 
dents Federation indicate that the 
national highway safety move- 
ment initiated early this year by 
the automobile industry has 
spread to the student bodies of 
a half dozen or more universities 
and colleges, where constructive 
and sometimes vigorous steps are 
being taken by the students to 
reduce accident totals. 


Must Appear Before Court 

Ohio State University provides 
special parking places for fac- 
ulty members, students and visi- 
tors. Special permits to park near 
classroom buildings are available 
to students. 

Students given tickets must ap- 
pear before a “student court,” 
consisting of seven justices 
elected by the student senate. The 
“court,” which operates under the 
regular judicial procedure and 
has the usual prosecuting attor- 
neys, bailiffs, clerks and other 
dignitaries, is authorized by the 
university trustees to impose fines 
of from $1 to $10. Its verdict may 
be appealed to the president of 
the university. About 100 cases 
are handled a week. 

Antioch College is another Ohio 
institution doing outstanding 
work in handling its traffic prob- 
lem. A student traffic committee 
there directs a comprehensive 
program, which includes an of- 
ficial inspection of student-owned 
vehicles. All accidents must be 
reported to the traffic committee 
and are investigated to determine, 
if possible, the cause and respon- 
sibility. Administration costs are 


covered by assessing each student | 


who drives a car $1. 

Conduct Educational Program 
At New Jersey College 
Women, 
through the campus. 
cases, this highway has to be 
crossed by students going from 


their dormitories to classes. It is| 


a serious pedestrian hazard. The 
students petitioned first the col- 


lege administration and then the} 
state motor vehicle department to | 
do something about it. Result: an| hour. 





for | 
a main highway cuts| 
In many |} 





over-pass is being constructed. 
Concurrent with this specific en- 
gineering achievement, the stu- 
dent council and the college paper 
are conducting an _ educational 
program. 

Bennington College is another 
women’s college conducting an 
educational program aimed at 
arousing and maintaining stu- 
dent interest in traffic accident 
prevention. 

The Cento, student newspaper 
at Centre College, is fostering a 
traffic safety movement there 
through its news and editorial 
columns and by a poster cam- 
paign. 

Employ Traffic Officer 

Leland Stanford University is 
not included within the limits of 
any municipality. By special 
statute, it is subject to the laws 
of the state division of motor ve- 
hicles. Six years ago, the univer- 
sity delegated the matter of traf- 
fic control to the student council. 
A full-time traffic officer is em- 
ployed by the university. All vio- 
lations are reported by him di- 
rectly to the student council. Of- 
fenders are summoned before the 
council, sitting as a court, and 
fines are assessed those who are 
found guilty. All fines are cred- 
ited toward the cost of the traf- 
fic officer’s salary. 

At the University of Alabama 
the Student Association, with the 
co-operation of the Crimson- 
White, the student newspaper, 
has a planned program. They 
have established a student safety 
council. They are carrying on a 
publicity campaign through the 
paper, by posters placed on all 
bulletin boards in the university, 
by speakers and films. 


Capt. Eyston Assaults 
U. S. Speed Records 


DETROIT.—Capt. George Eys- 
ton, British speed artist has es- 
tablished new. records for diesel 
oil burning motors over the fly- 
ing one kilometer and one mile 
courses at Bonneville Flats, Utah. 
According to the builetin of the 


Contest Committee of the AAA, | 


the Briton’s speeds _ eclipse 
the pace set by Wild Bill Cum- 
mings, in an American-made 
Cummings diesel at Daytona 
Beach, Fla. 

Eyston’s new records with his 
Ricardo are: 1 Kilometer, 159.10 
miles per hour; 1 Mile, 158.87 
miles per hour. Cummings speeds 
were: 1 Kilometer, 136.731 miles 
per hour; 1 Mile, 137.195 miles per 
In establishing his Diesel 





3,000 Chosen Service Men 


Form Pontiac Crattsmen 


PONTIAC.—M ore than 3,000 
mechanics, shop foremen, service 
salesmen and service managers of 
Pontiac dealers throughout the 
United States have enrolled for 
membership in the select group 
of service men known as the Pon- 
tiac Service Craftsmen, according 
to L. K. Marshall, general service 
manager. 

“Pontiac Service Craftsmen are 
the service employes of our deal- 
ers who take pride in executing 
every service job to the best of 
their individual abilities,” says 
Marshall. “Some 2,000 of them 
have qualified for full member- 
ship during the first two months 
of the organization’s existence by 
subscribing to and complying 
with the terms of the ‘Service 
Integrity Codes’ and by making at 
least an 80 per cent grade on the 
first three written examinations. 

“To become a Pontiac Service 
Craftsman in good standing an 
applicant for membership must— 
(1) maintain a continuous exam- 





ination average of 80 per cent or 
better for each six-month period; 
(2) attend all factory service 
schools; (3) live up to the Pontiac 
service integrity code and (4) re- 
main in the employ of a Pontiac 
dealer. 

“To reward the men who earn 
the right to this service crafts- 
man distinction, the Pontiac Mo- 
tor Co. gives to each individual a 
provisional service craftsman card 


at the end of the first six months. | 


“Also, each craftsman’s name is 
inscribed on a Pontiac service 
craftsman certificate which is dis- 


played prominently in the dealer’s | 


At the end of the 
is 


service station. 
first year a craftsman’s pin 
presented to each member. 
the end of the first year and every 
six months thereafter each crafts- 
man receives an_ identification 
card to be carried as proof that 
he is in good standing. 

“Service craftsmen who remain 
in continuous good standing for 
three years receive a handsome 
ring.” 





At | 





21 





records, Eyston used the straight- 
away course over which Sir Mal- 
colm Campbell last year hung up 
the thundering record of 301.1292 
miles per hour with “Bluebird.” 
Eyston’s newest achievement 
with Diesels is only the beginning 
of his speed trials for this year at 
Bonneville. After Indianapolis he 
plans to go out for all world rec- 
ords from 10 miles to 24 hours, | 
and perhaps 48 hours, at the 
wheel of the _ gasoline-engined 
“Speed of the Wind” which he 
drove there last year. He plans to 
pave the way for a tough assign- 
ment for John Cobb, his fellow 
countryman, who expects to come 
to Bonneville in the fall in quest 
of many of the world records 
which Eyston has catalogued. 


45 % More Travelers Now 


Take Own Cars to Europe 

WASHINGTON. — An increase 
of 45 per cent in the number of 
automobiles shipped abroad for 
touring over the total in the first 
quarter of last year is announced 
by the foreign travel division of 
the American Automobile Assn., 
which forecasts a record year for 
Americans motoring in other 
countries. It says: 

“This growth is continuation of 
a trend that began in 1934 and 
which now has reached a volume 
considerably higher than in the 
previous record year of 1930. Low 
stabilized ocean rates, ease of 
travel, economy of operation and 
improved service facilities all have 
been important factors in stimu- 





lating this mode of travel.” 


STARTIX 
plus Bendix Drive 


equals Automatic 
Stall-proof Starting 


Traffic Deaths 
Down 9%, AMA 


Directors Report 


NEW YORK.—A 9 per cent re- 
duction in the number of traffic 
fatalities for the first quarter of 
this year under the corresponding 
period of 1935 was considered in 
relation to the progress 
made by the motor industry’s na- 


tion-wide safety program in a re- | 


port submitted to the directors of 
the Automobile Manufacturers’ 
Assn. at their meeting here, May 


| 12. 


That this improvement was 


registered in the face of a greatly | 


increased volume in street and 
highway travel was regarded by 
the automotive leaders as grati- 
fying. Evidence of the practical 
lines being pursued by the 10 
national organizations whose 7,- 
000,000 members are working with 
the industry in its safety efforts 
was reflected in the report. 


The association’s president, Al- 
van Macauley, presided at the 
meeting which was attended by 
Charles W. Nash, Alfred P. Sloan 
jr.. Walter P. Chrysler, A. J. 
Brosseau, Alfred H. Swayne, By- 
ron C. Foy and Robert F. Black, 
Alfred Reeves and@ Pyke Johnson. 


Following a presentation made 
by Major Roy F. Britton, director 
of the National Highway Users 
Conference, reviewing the trends 


being | 





in motor vehicle legislation 
throughout the country, the board 
declared that the special fees and 
taxes levied upon motor vehicles 
by the various states should be 
dedicated exclusively, as originally 
conceived, to the highway func- 
tions of government, and any de- 
parture from this conception re- 
sulting in diversion of these funds 
should be _ vigorously opposed. 
Major Britton apprised the Direc- 
tors that in 1934, the most recent 
year for which figures are avail- 
able, 22 per cent of the $879,571,- 
000 collected by the states in 
special motor vehicle taxes was 
used in ways which failed to 
benefit motorists as a class. 


Continuance of the association’s 
support of the Co-operative Fuel 
Research program, sponsored 
jointly by the association with the 
American Petroleum Institute, the 
Society of Automotive Engineers 
and the U. S. Bureau of Standards 
for the purpose of co-ordinating 
the development of more efficient 
motor vehicles and fuels was 
authorized by the directors. 


SE 


Grey-Rock Sales Up 


MANHEIM, Pa. — April sales of 
Grey-Rock products to the jobbing 
trade were larger than any previous 
month in history reports Franklin 
A. Miller, replacement sales man- 
ager of the United States Asbestos 
division of Raybestos-Manhattan, 
Inc. Sales during the first four 
months of 1936 were likewise con- 
siderably ahead of the same period 
in any previous year, he added. 


with automatic overdrive, 
will more than ever need 


STARTIX 


_ Automatic Stall-proof Starting 


MOOTHER and quieter engines, with carburetors set for good 
fuel economy, making rapid and repeated drops in speed of 
several hundred revolutions per minute, driving through an over- 
riding clutch arrangement —these conditions certainly call for 


extra provision against stalling. 


The point is, cars with overdrive—and next season will assuredly 
see many of them—should have STARTIX, the Automatic Stall- 
proof Starting. Its great popularity on cars offering it, is best 


evidenced by sales records. 


Here’s what STARTIX does. From the moment the ignition 
switch key is turned on, STARTIX takes charge... cranking is 
automatic ...should the engine stall, STARTIX re-starts it... re- 
peating as often as may be necessary. The driver knows that when 


he steps on the throttle there'll never be a “dead engine.” 


STARTIX may be installed on any car with Bendix Drive. It 


is inexpensive, time-proved, popular, and necessitates no basic 


chassis design changes. 


ECLIPSE MACHINE COMPANY 


(Subsidiary of Bendix Aviation Corporation) 
ELMIRA, NEW YORK 
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Railroads and Truckers Move to Co-ordinate 


Plan to Establish Service 


As Experimental Move 


By MEL ADAMS 


is 
are 


piling 
fast 


CHICAGO.—Evidence 
up here that railroads 


dropping their attitude of hostility | 


and opposition to motor trucks 


and are substituting therefor a| 


recognition of the advantages of 
trucks, along with a desire to 
make the best possible use of 
them, either through greater usage 
by the railroads or co-operative 
measures with truckers. 


Almost simultaneously, two an- 
nouncements bearing out this 
changed attitude have been made. 

First came the word that 14 
interstate truck companies are 
planning a _ co-ordinated rail, 
truck, flat car operation between 
St. Paul, Minneapolis and Chi- 
cago. The group is known as 
the Illinois-Minnesota Motor Car- 
riers’ Conference. 


Expect to Run in 30 Days 

The plan, which is expected to 
be operative within 30 days, calls 
for a special train each day, be- 
tween the cities mentioned, with 
each flat car carrying two trailers. 
One of the four railroads plying 
between the cities mentioned 
would be utilized to haul the trail- 
ers in this way, stated Harry F. 
Chaddick, chairman of the truck- 
ing group. 

Chaddick made known that the 
truck companies in the group in- 


eo 


clude: Britton Motor Service, Inc., | 
and Blair Transfer, both of Chi-| 
cago; Hennepin Transfer Service, 
Werner Transportation Co., Hart | 
Motor Service, United Shipping | 





Co., and Streamline, Inc., all of| 
Minneapolis; Glendenning Trans- | 
fer, St. Paul; Advance Express, | 
Dependable Freight Lines, and 
Rabb Truck Lines, Milwaukee; | 


& . 


SNAPPED AT THE RECENT Graham dealers’ meeting in San | 


Central Wisconsin Transportation} Francisco are James Houlihan, Pacific Coast advertising counsel, 
left; Irwin Broze, district manager; C. R. Webb, Oakland distributor, 


Co., Wisconsin Rapids, and Schu- 
macher Motor Express, Eau 
Claire, Wis. 

In the wake of this announce- 
ment came one from J. L. 
Keeshin, president of the Keeshin 
Transcontinental Freight Lines, 
Inc., telling of a move by his com- 
pany and six railroads to co- 
ordinate rail-truck service in the 
east and midwest. 

Aside from the harmony angle, 
the announcement by Keeshin is 
another indication of the rapid 
expansion of the company bear- 
ing his name. Organized in Chi- 
cago less than a year ago, the 
concern has the backing of im- 
portant banking interests and has 
already become the giant of the 
motor freight industry nationally. 

The six railroads co-operating 
with the Keeshin Lines are the 
Baltimore & Ohio, Rock Island, 
Great Western, Central of New 


oY jaingtime in Chicago 


Overlooking Lake Michigan, the great inland ocean— 
away from disturbing street noises —The Stevens offers 
you Chicago's finest hotel location—in the very center 
of things—on famous Michigan Boulevard. 

We’re old-fashioned at The Stevens, that is, when it 
comes to cheerful hospitality — but new in spirit. A 
friendly staff of employees interested in your comfort 
will make you enjoy every minute of your visit. 

You'll be amazed at the many distinctive Stevens features 
at rates as low as two-fifty for one—four dollars for two. 


All outside rooms, each with run- 


ning ice water 
Floor clerk on each floor 
The inspiring roof promenade 
Fairyland for the kiddies 
Meals you will long remember 


Ladies’ Bridge Luncheons daily 
Billiard Room and Bowling Alleys 


HOME OF THE CONTINENTAL ROOM 


Library and Reading Room 

The Stevens is the starting point 
of Gray Line sight-seeing tours 

Railroad, airline and theatre 
ticket offices in the Lobby 

A few minutes walk takes you to the 
Art Institute, AdlerPlanetarium, 
Field Museum, Shedd Aquarium 


Chicago’s most intimate Dinner and Supper dancing room 


THE STEVENS 
CHICAGO 


3000 ROOMS « 3000 BATHS « $2.50 UP 


OAT aes a ae oT 2 
OVERNIGHT PARKING 50¢ GARAGE WITH PICKUP AND DELIVERY 7 5c 


and Robert C. Graham, vice-president. 


Approximately 150 dealers 


and dealer prospects attended the meeting. 


Jersey, Reading and Alton. So 
important is this project con- 
sidered that the B. & O. will build 
terminals for Keeshin in New 
York and Chicago. 
Way Paved for Plan 

Recent legislation is cited 
paving the way for the new plan, 
about which Keeshin states: 

“This service will be put into 
operation under provisions of the 
motor carrier act of 1935, which 
permits railroads and motor truck 
lines to file joint schedules of 
rates. Under the new 


as 


service, | 


motor trucks of the Keeshin com- | 


panies will be loaded on flat cars, 
carried over the rails instead of 
the highways to their destination.” 

Keeshin added his _ prediction 


that all railroads of the country | 


will adopt the plan of co-ordinated 
service within a year. 


Twin Coach Up 


KENT, O.—Business of the 
Coach Corp. here about to 
its old-time peak, Ross Schram, vice- 


is pass 


Twin | 


president in charge of sales, has an- | 


nounced. 

April sales were in excess of $1,- 
000,000 and unit sales for the 
four months of 1936 were 60 per 
cent greater than the same period 
in 1935, when the company was the 
second largest producer in its line, 
Schram said. 

During the four months’ 
the company received orders for de- 


first | 


period | 


livery of motor coaches and trolley | 


42 cities and 22 states and 
including the Hawaiian 


buses in 
territories, 
Islands. 


Prefers Tires 


To Cart Wheels 


WASHINGTON. 
peated charge that truck weights 
and speeds are largely responsible 
for highway wear and tear does 
not impress the chief of the Fed- 
eral Bureau of Public Roads, 
Thomas H. MacDonald. Respond- 
ing to a question from a member 
of the U. S. Chamber of Com- 
merce, MacDonald said that un- 
der ordinary weather conditions 
the heavily loaded, 
wheeled farm wagons of yore 
were much more _ destructive 
than the modern pneumatic-tired 
motor vehicle. He said weights 
of 8,000 pounds per wheel, with 
high pressure tires, or 16 tons 
per wheel, with low-pressure 
tires, or 18 tons per four-wheeled 
truck, were sound. 

The sub-grade, not the surface 
of the highway, is the dominant 
factor in determining the weight 
maximum, MacDonald explained. 

The roads chief said sizeable 


| increases in highway construction 


would be shown this year but that 
when federal aid is withdrawn 
construction by state highway de- 
partments “easily” will drop 30 
per cent and “probably” 50 per 
cent in 1937 if motor taxes which 
have been diverted to other pur- 
poses are not restored. 


Dealer Named Mayor 

MURFREESBORO, Tenn.—W. A 
Miles, automobile dealer and a 
member of the city council, has been 
elected mayor of Murfreesboro. 


Farmers Co-o perate to Truck 


Their Livestock to Markets 


MINNEAPOLIS. With the 


| bulk of Minnesota livestock now 


| livestock 


going to the market by truck, 
there is taking place a rapid in- 
crease in farmers’ co-operative 
trucking associations, 
according to a study made by 


| E. C. Johnson and S. T. Warring- 





ton of the division of the agri- 
cultural economics of the Uni- 
versity Farm, University of Min- 
nesota. 

Records from 
Paul market show 


the South St. 
that 


of the cattle, 77 per cent of the 
calves, 
and 31 per cent of the sheep. Not 
so many years ago, virtually all 
of the livestock went to market 
by rail. In the fall of 1928, farm- 
ers near Upsala, in 
county, organized the first 
stock trucking association 
Minnesota. 

At present, Johnson and War- 
rington estimate that there 
probably a hundred such associa- 
tions in the state. 


live- 
in 


| trucking associations. 


in 1935 | 


| trucks delivered about 50 per cent | associations before organizing | 


85 per cent of the hogs | 


associations, there being now 
about 325 as against 641 in 1920. 
Most of these associations were 
built upon the basis of rail ship- 
ments. Some are now being re- 
organized on the trucking basis. 

Johnson 
lieve livestock transportation 
service for many 
might be improved through the 
organization of co-operative 
However, 
they say producers should con- 
sider carefully the need for such 


them. 
Other factors for success are a 


| sufficient volume of livestock to 


Morrison | 


are | 


Numbers have | 


increased most rapidly during the | 


past year, 
given to the farmers by the Cent- 
ral Co-operative 
South St. Paul. 


The increase in use of trucks 


association at} 


owing to assistance | 
ing of livestock 


| 


keep the truck running most of 
the time; availability of a compe- 


tent manager who can keep the | 
necessary records; a correct type | 


of organization, preferably one 
built from the ground up; oppor- 
tunities for income from using 
the truck for hauling return 
loads from the market. 
Johnson and Warrington 
cently made a close survey of 15 
co-operative trucking associa- 
tions. Twelve had begun truck- 
in 1935. Only 
three were new associations, 12 
having existed formerly as for 
rail shipping. Eight of these 


for hauling livestock has brought | associations leased their trucks, 


about a decrease 


co-operative livestock shipping 


in number of| while seven owned the trucks 


used. 


War Declared 
On Chiselers, 


ICC Announces 


WASHINGTON.—The Inter- 
state Commerce Commission has 
|}declared war on_ chiselers 
who are violating the motor car- 
| rier act, announcing it is receiv- 





The oft - re- | 


narrow- | 


and Warrington be- | 


communities | 


re- | 


|} ing numerous complaints that 
| certain passenger and property 
| carriers are not collecting the 
| rates, fares and charges lawfully 
on file. 

The 
tention to heavy 
for such offenses, conveyed the 
threat that prosecutions will be 
undertaken. The commission fur- 
ther stated that complaints are 
being received from shippers and 
competing carriers that tariffs 
and schedules are not being made 
available for public inspection. 

The motor carrier act, which 
became fully effective April 1, 
requires common carriers of prop- 
erty or passengers to collect no 
more nor less than the charges 
formally filed. Contract carriers 
are allowed to charge no less than 
the schedules. The penalties range 
from $500 fines for first offense to 
not more than $2,000 for any sub- 
sequent offense and may be im- 
posed upon any carrier, shipper, 
consignee, broker, or any officer, 
employe, agent or representative 
thereof, who is found guilty of 
violating the provisions. 

The act also compels common 
and contract motor carriers to 
keep their tariffs and schedules 
open to public inspection at all 
reasonable times. Fines for vio- 
lation of this provision also range 
from $500 to $2,000. 

The commission also has issued 
regulations designed to end com- 
plications caused by filing of con- 
flicting tariffs and schedules un- 
der powers of attorney issued to 
agents. 


Buses Profit, 
Pacific Coast 
Hearing Learns 


announcement, calling at- 
fines provided 


By LEON J. PINKSON 


SAN FRANCISCO.—That the 
operation of automobile bus lines 
on a large scale is a profitable 
business was shown before Wal- 
lace L. Ware, California Railroad 
Commissioner, who was hearing 
the application of the Santa Fe 
Transportation Co. for a certifi- 
cate to operate auto stages in 
California in conjunction with the 
Santa Fe Railroad system. 

An exhibit entered with testi- 
mony of Richard Sachse, consult- 
ing engineer and former chief en- 
gineer for the Railroad Commis- 
sion, tended to show Pacific Grey- 
| hound Lines, a Southern Pacific 
Railroad subsidiary, paid divi- 
dends of $24 a share on 104,628 
shares, having a book value of 
$2,617,815. 

The Greyhound lines are op- 
posing the application chiefly on 
the ground that the territory is 
amply covered with service aug- 
| menting the rail system of the 
Southern Pacific. 

The Santa Fe system promises 
to establish a bus rate of 1%c a 
mile. 

Members of the railway em- 
ployes unions, too, are opposing 
further bus franchises in Califor- 
nia, because of the fact that new 
lines would mean the further 
throwing out of employment ad- 
ditional thousands of their mem- 
bers. 


Cotes Elected 


LANSING. — M. F. Cotes, vice- 
president in charge of the heater 
division of the Motor Wheel Corp., 
has been elected vice-president of the 
Oil Burner Institute which recently 
held its convention in Detroit. 






















the 


ch Dimension 


The News of Automotive Advertising 


By 


Encore 
Announcers for the Buick 


GERRY SCHURMAN 


broadcast of the Schmeling- 


Louis fight June 18, will be Clem McCarthy and Edwin C. 


Hill, the same pair that handled the previous Buick- | 


sponsored broadcast of the Baer-Louis fight. 


They worked together for the first time on the Baer- | 
Louis fight and received favorable comment from sports | 
writers and the listening public in general, most listeners | 


pronouncing it tops in fight descriptions. Mc 
and accurate blow-by-blow tally@®——— 


and Hill’s color and between-round | 
summaries will find plenty of 
listeners for Buick’s “Battle of 
the Century.” 

When McCarthy was chosen for | 
the previous fight, ambitious can- 
didates for the announcing job re- | 
corded on wax their descriptions 
of fights between trial-horse pugi- 
lists. Sports writers and experts | 
listened to them all and unani- 
mously selected McCarthy for the 
big job, without knowing who it 
was they chose. 


Remington-Rand, sponsors of 
Hill’s regular programs have re- 
leased him for the night. 

Schmeling adherents back in 
Germany will hear the fight in 
their own tongue. Buick, through 
NBC, is planning to re-broadcast 
the battle in several foreign lan- 
guages. 

Buick last year did a swell job 
of broadcasting the Baer-Louis 
fight with a minimum of advertis- 
ing. Which, we think, is the way 
it should be and the way the 
listeners want it to be. 


Named Director 


Newly appointed director of | 


advertising and sales promotion 
Chrysler 


Sales division of 
Chrysler Corp., 
Arthur E. Ton- 
gue succeeds 
Burch E. Greene 
who was a short 
time ago ap- 
pointed director 
of sales for the 
Pacific Coast 
territory. 

Tongue comes 
to Chrysler with 
19 years experi- 

A. E. Tongue ence in adver- 
tising departments of several 
large companies, including Hyatt 
Roller Bearing, the industrial div- 
ision of General Motors and El- 
liot-Fisher Accounting Machine 
Co. 


of 





Happy Returns 

This week was Birthday Week 
in advertising circles. Here in 
Detroit, MacManus, John and 
Adams, Inc., Tuesday celebrated 
its second year. The company of- 
fices closed at noon and women 
members of the staff were enter- 
tained at a noon luncheon, This 
was followed by a staff outing at 
the Tam O’Shanter Country Club. 

Two years ago Jim Adams and 
W. A. P. John joined forces with 
Theodore F. MacManus, of Mac- 
Manus, Inc., which had been | 
handling automobile advertising 
almost since the beginning of the 
industry. 

In two years the firm has ad- | 
vanced to a position among the 
55 leading agencies in the country. 
More than 100 employes are on 
the staff and the company oc- 
cupies two floors in the Fisher | 
bldg. Among its accounts are| 
Pontiac, Cadillac, Champion 
Spark Plug and its Canadian suB- 
sidiary, Dow Chemical and others. 

In Chicago this week-end, 
Roche, Williams and Cunnyng- 
ham, Inc., is honoring its 30 years 
with a big celebration for its staff 
men at Lakeside, Mich., Friday, 
Saturday and Sunday. Women 
staff members will celebrate 
with a luncheon-matinee Satur- 
day. 

Ten years ago, Williams and 
Cunnyngham, founded 30 years 





ago, and headed by Lloyd Max- 
well, merged with the Roche Ad- 


| dealers to 


vertising Co., 
Roche. 


Accounts in the Chicago office | 


includes Studebaker, Bendix, 
Diamond-T and Pines Winter- 
front. The Philadelphia office, 


headed by Guy Pierce, has among | 


others, Sun Oil and Lee Tires. 


Back to Dailies 


For the first time this year, De 


Soto is advertising its Airflow in | 


Stirling 
is the 


475 daily newspapers. J. 
Getchell’s Detroit office 
agency. 


Choice 


Auburn Automobile Co. is start- | 


ing a new owner paper, the Au- 
burn-Cord News, to be sent by 
all their service cus- 
tomers and prospects. 

An interesting feature of the 
magazine is the lead story “Shop 
Talk.” The dealer has the op- 
tion of getting the story headed 
“We Service All Makes” or “We 
Don’t Try to Service All Makes,” 
according to what he thinks best 
fits his particular set-up. 


An Udder Contest 
Advertising men these days are 
again judging cows. MHoard’s 
Dairyman has issued its 
booklet of 20 cows of four breeds. 


Several views of each cow form 
the basis for judgment and the 
winners will be awarded metal 
placques., 
Oil 

Canned oil, one of the oil in- 
dustry’s biggest merchandising | 


successes, will be plugged through 


a campaign waged by Continental 


Can Co. Color advertisements in 
national magazines will be fea- 
tured. Trade papers will also be 
used. 


Spots Before the Mike 

Sponsored by Chek-Charts, 
series of one-minute spot an- 
nouncements are available for 
use during Lubricate for Safety 
Week. The material is not copy- 
righted and is offered to anyone 


a 


wishing to use it. The announce- | 
ments are adaptable to any pro- | 


gram and allow for insertion of 
the local dealer. 


McAleer on the Air 


McAleer Mfg. Co. will reach a 
potential audience of more than 


65,000,000 every week through a | 
new series of radio advertising | 


over 27 stations in this country 


Theme of the campaign is the re- 
cent price reductions, 


Cheerful Scot 


A New Richfield Hi-Octane 
Gasoline campaign, which will 
run in 210 newspapers, is based 
on radio tests measuring mileage 
with Richfield and on 10,391 inter- 
views with motorists. Copy will 
feature savings and a cheerful 
Scotchman. 


Last Gap 


Socony-Vacuum Oil Co. is an- 
nouncing a change of name from 
Socony gasoline to Mobilgas in 
280 New York and New England 
newspapers this week. This ter- 
ritory is the last gap to be filled 
in the change to promote a uni- 
form brand of Mobilgas, Mobil- 





Carthy’s fast |} 


directed by J. P.|8 


1936 | 


|}and Canada for three months. | 


Ms i ll es 
é 





| 


| 
| 
| CELEBRATING. 


oil, Mobilgrease and other Mobil 
specialties nationally. 
| The campaign includes two in- 


July 4. Opening announcements 
in seven dailies are full pages. 
J. Stirling Getchell is 

agency. 


400,000 Travelers 

The Conoco Travel Bureau ex- 
pects to distribute about 400,000 
“Touraides,” itineraries prepared 
on request for the individual mo- 
torist. The company, which ope- 


| rates 22,000 stations in 42 states, | 


| anticipates about 11,000,000 cars 
will make interstate trips this 
| year. Wesley I. Nunn, Continen- 
tal advertising manager, and Joe 
M. Dawson, of Tracy-Locke-Daw- 
son, Inc., are handling the promo- 
tion. 


| Personals 
George W. Cecil has been ap- 
pointed vice-president in charge 


It can pay 
for itself 


ALSO STANDARD AND 





DELUXE SEDAN, COUPE 
AND PANEL DELIVERY 





sertions a week from May 14 to| 


the | 
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Left to right: 





W. F. Hufstader, general sales 
manager; C. T. Scannell, general manufacturing manager, and H. H. 
Curtice, president, all of Buick, do the honors on Scannell’s 30th 
anniversary with Buick, celebrating with a banquet. 


of production of N. W. Ayer and 
Son in Philadelphia. At the same 
office, Charles T. Coiner has been 
made vice-president in charge ot 
art and H. Eugene Wheeler, sec- 
retary and treasurer, has been 
made a vice-president ... Stan- 
ley A. Knisely has been appointed 


| director of advertising with su- 
pervision of the corporation and | 


its subsidiaries. He was formerly 
manager of the advertising and 
sales promotion division. Chester 
W. Ruth was, at the same time, 


made assistant director of adver- | 


tising. 


Gay Moves to Frisco 


SAN FRANCISCO.—Jim 
west coast representative 


Gay, 
of the 


| Toledo Steel Products Co., has moved 


his operating headquarters from Los 


Angeles to 528 Larkin St., San| 
| Francisco. He is assisted by Gard- 
ner Smith, who covers Southern 


California and Arizona. 





AND UP 
AT 
TOLEDO 





Trained Guides 
Escort Visitors 


Through Hudson 


DETROIT. — Recognizing the 
interest of the visitors, the Hud- 
son Motor Car Co. maintains a 
special course for its guides so 
that they may be able to give 
the visitors an accurate and in- 
teresting picture of what they 
see on a tour of inspection. 





With an average of more than 
12,000,000 persons visiting Detroit 
annually, with some 500 conven- 
tions being conducted in the city 
during 1936, drawing an attend- 
ance of half a million, a large 
number of these visitors find their 
way eventually to the motor car 
plants and a large proportion of 
them go to the Hudson plant. 


Pontiae Dealers Meet 
To Study Advertising 
DETROIT, Mich. — The regular 
monthly advertising meeting of 
| Pontiac dealers was held hére 
and in Pontiac on May 11 and 12. 
The 17 dealers who were invited 
came from New London, Conn.; 
Elizabeth, N. J.; Trenton, N. J.; 
Houston, Tex.; Orangeburg, S. C.; 
Pampa, Texas; Chicago; Quincy, 
Ill.; Auburn, N. Y.; Cincinnati; 
Youngstown, O.; Johnstown, Pa.; 
Muskegon; Battle Creek; Oak- 
| land, Calif.; Rapid City, So. Dak. 
|} and Omaha, Neb. 

The first day was given over to 
a discussion of creative advertis- 
ing, including every phase of the 
advertising schedule as it affects 
the dealers’ local problems of 
selling cars. All forms of media 
and their application were dis- 
cussed, with the concensus of 
opinion favoring local newspaper 
advertising. 

The second day consisted of 
trips through the Pontiac and 
Fisher Body plants and a meet- 
| ing with executives of the sales 
department. 

The two-day session ended with 
banquet at the Book-Cadillac 
at which the dealers and 
Pontiac factory executives were 
joined by the creative staff of 
| MacManus, John & Adams, Inc. 


a 
Hotel, 


Offers greater mileage than any 
other truck on the market 


WILLYS 
°395 


FOR FRANCHISE 
WRITE OR WIRE 
WILLYS-OVERLAND 
TOLEDO, O. 





13,184 Units 
Exceeded 


CHICAGO. — For the second | witt 
month in a row, Cook county new 
car registrations for April set a 
record exceeded only by the all- 
time peak reached in April, 1929, 
according to figures released that 
show a total of 13,184 units as 
compared with 11,847 for March, 
11,616 for April of last year, and 
14,669 for the same month in 
1929. 

Chevrolet in first place regis- 
tered 2,644 new cars as against 
2,736 in March and 1,985 in April 
a year ago. Ford in second place 


NICKELGRAMS 
——— 


With greater driving speeds 
and increased engine power, to- 
gether with the trend toward the 
use of stronger alloys and re- 
duction in weight by the use of 
smaller sections, nickel is com- 
ing into increased prominence in 
the automobile industry. The 
manufacturer of a popular-priced 
six and eight, for instance, re- 
vealed recently that 36 parts in 
its cars have a nickel content. 
They consist of forgings, stamp- 
ings and castings and cover a 
wide range, varying from the 
cylinder block and head to the 
arm front wheel support and the 
transmission gears. 


BS * ok 


While the automobile industry 
and a score of public-minded 
agencies are conducting far- 
reaching educational campaigns 
on behalf of safe driving, car 
makers individually are build- 
ing into their products every 
possible safety feature. They 
are turning out cars which me- 
chanically are fool-proof. One 
of the things they are doing is 
to equip cars with better and 
larger brakes. For its 1936 
models one company has devel- 
oped a new alloy cast iron brake 


drum for its hydraulic brakes. | 


The drum contains 0.20 per cent 


of nickel. 
* * x 


The severity of the past win- 
ter didn’t leave some cars which 
weathered it looking any too 
fresh and bright. Particularly 
destructive to the finish were the 
chemicals, such as salt, sprinkled 
on the streets and roads to thaw 
the thick coating of ice. These 
chemicals did their job as well 
as could be expected, but they 
didn’t help the appearance of car 
parts onto which they happened 
to be thrown or splashed. Bump- 
ers in particular looked pretty 
wrecky and rusty. Manufactur- 
ers can prevent a repetition of 
this situation by specifying a 
thicker plating of nickel under 
the chromium plating on bump- 
ers. Perhaps some may do this 
on 1937 cars. 


x * * 


Nickel is as modern as stream- 
lined cars and as ancient as the 
Chinese Emperor Yu. One who 
delves into Persian and Chinese 
mythology will find tales of the 
swordsmen with heaven - sent 
blades who were the Super-men 
of their day. These fabled war- 
riors, so the story goes, de- 
pended on weapons forged from 
meteoric iron with a high nickel 
content. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. 


NEW YORK, N. Y. 


= 


New Hampshire 
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Cook County Registrations Near All-Time High 


in April 
Only by 1929 


with 2,479 topped the March 
showing of 2,469 but was behind 
the April, 1935, figure of 3,873. 


Nearly every other make beat | 


March of this year, April of last 
year, or both. For instance, third 
place went to Plymouth with 
1,935 as compared with 1,649 the 
preceding month and 1,395 for the 
same month a year ago; fourth 
to Dodge with 1,511 as against 
1,202 and 921; fifth to Oldsmobile 
with 1,119 as against 848 and 921; 
sixth to Pontiac, 764 as against 
672 and 742; seventh to Buick 
with 734 as against 586 and 330; 
eighth to Packard with 324 as 
against 270 and 143; ninth to 
Chrysler with 306 as against 256 
and 261, and tenth to Hudson- 
Terraplane with 291 as against 
230 and 223. 


Following in order were De 
Soto with 215 units; Nash-Lafay- 





STATES 


Arizona 


36] 
"35 | 
"36 
"B5 
"36 
"35 
"36 
*B5 
"36 
"B35 
"36 
"B5 
"36 
"B5 


Arkansas 
Delaware 
Idaho 
Illinois 
Kansas 


Louisiana 





ette with 169; Cadillac-LaSalle 
with 81; Lincoln with 79; Gra- 
ham with 62; Auburn-Cord with 
39; Reo with 14; Willys with 6; 
Hupmobile with 5, and Pierce- 
Arrow with 4. 

The April total topped all other 
months thus far this year, Janu- 
ary turning in 8,864 and Febru- 
ary 5,353. 


W ‘ithening Expands 


PHILADELPHIA. — The Wilken- 
ing Mfg. Co. of this city has just 
let a contract for the building of 
22,500 square feet of additional 
manufacturing space. The new 
structure will be a monitor type 
one-story building and will be erected 
on the company’s present property 
in southwestern Philadelphia. It is 
expected to be ready for business 
by Sept. 1. 


GM Bus Order 


FLINT. — The Public Service Co- 
ordinative Transport, a subsidiary of 
Publie Service Corp. of New Jersey, 
has ordered 75 all-service buses from 
the General Motors Truck Co., it 





was announced today. 





L. A. Service Show 
Set for May 22 to 27 


LOS ANGELES.—The first an- 
nual Automotive Maintenance 
Show staged by the Southern Cal- 
ifornia Automotive Booster Club 


will open May 22 and continue | 


through May 27, according to J. 
M. Noble, president of Booster 
Club B-20. 

The west coast exposition is 
said to rank with those which 
have been held in New York, Chi- 
cago, Cleveland, Detroit and At- 
lantic City. It is being staged by 
California’s independent service 
men in collaboration with prog- 
ressive local wholesalers, Noble 
declared. 


The exhibit will draw from the 
greater Pacific region comprising 
11 western states and the Greater 
Los Angeles area. 

Exhibits of interest to car own- 
ers, fleet operators, traffic man- 


agers, repair men and the public 
at large, will be featured, accord- 
ing to the management. 

Trained factory technicians will 
be in charge of each exhibit to 
prove that intelligent supervision, 
replacement and service will con- 
serve to car owner millions of un- 
used miles that are now annually 
scrapped in the wrecking yards, 
it was asserted. 


West Point pre Guide 


PONTIAC. — “Automobile User’s 
Guide,” published primarily for Pon- 
tiac owners by the Pontiac Motor 
Co., has been specified for instruc- 
tion of cadets of the graduating 
class of the United States Military 
Academy, West Point, in the course 
of internal combustion engines and 
military motors. T. J. Hayes, Lt. 
Col., Ordnance Dept., and Prof. of 
Ordnance and Gunnery at West 
Point, who requested 285 copies of 
the book from the company, con- 
siders the User’s Guide “excellent 





instruction material,” it is reported. 
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Sinsabaugh 


(Continued from Page 1) 


in January, February and March, 
over the same months in ’35, 
White has gained 76 per cent. 
White’s March business was 
greater than any single month 
since March, 1927. 

What of the rest of the year? 
Well, the company feels that it 
will turn out from 14,000 to 15,000 
units in that time and make a 
fair profit. It is expected that the 
light Whites and the Indiana line 
will account for about 60 per cent 
of this, with intermediate and 
heavy-duty vehicles representing 
from 25 to 30 per cent and buses 
from 10 to 15. 

* ok * 

AS I SAID BEFORE, I think 
leadership is an important factor 
in White’s success, for this man 
Black’s record shows that he’s 
been in the truck end of the in- 
dustry since 1911, when he started 
with Mais in Indianapolis, was 
with Mack off and on for 12 or 
13 years; he has worked in truck 
factories, he has been a truck 
salesman, he has been a truck 





dealer and a truck company exec- 
utive, going to White from Brock- 
way. So he understands the busi- 
ness thoroughly, or at least he 
ought to, if experience counts. 

i 2 = 


ILLUSTRATIVE of this is the 
fact that Black inherited a serious 
strike at the factory and his first 
big job was to settle it. And he 
did in a most diplomatic way and 
there hasn’t been any labor un- 
rest since. Fifty-three per cent of 
the employes has been on the 
payroll for 10 years or more, and 
under Black’s operation the wage 
scale has gone up considerably. 
And, too Black showed the same 
diplomacy in rehabilitating the 
whole organization. Only four 
men were brought in from the 
outside and Black has built up a 
hard-hitting organization from 
the old staffs. 

It’s his boast that no major 
suggestion from the field is ever 
more than a week old before get- 
ting attention from White’s chief 
executives. Each Monday the field 





men report troubles if any and 
the next day the heads at the 
factory assemble to investigate 
and correct such troubles, all of 
which make for contented cus- 
tomers. ie ae 

NIAGARA FALLS 
being outmoded as the tourists 
Mecca by Dearborn, Mich. 
Niagara Falls is just a bunch of 
water falling off a shelf, but out 
at Dearborn Henry Ford has far 
more than that to offer with his 
Greenfield Village, his Edison In- 
stitute and Museum, his River 
Rouge plant, his Dearborn Inn 
and now the Ford Rotunda, the 
last named opened to the public 
this week. With all these attrac- | 
tions, I venture to predict Dear- 
born will attract more visitors a 
year than Niagara Falls. 

ok * eS 

TAKE THE River Rouge plant, 
declared to be the largest indus- 
trial establishment in the world, | 
and alone worth the trip. In 
Greenfield Village you see such 
sights as Lincoln Courthouse, 
Clinton Inn, Edison Laboratories, 
Plymouth carding mill, grist mill, 
country store and other famous 
buildings rebuilt at Dearborn. In 
the Edison Institute you see 
famous collections of early ma- 
chinery, automobiles, period fur- 


is rapidly 


, 





niture, shops, farm implements 

and hundreds of articles with 

historical and dramatic interest. 
o* * * 


NEW IN THE picture is this 
Ford Rotunda, just opened. Really 
it is Ford’s front door, across 
the road from the Administration 
building and almost as it was as 
the Ford building at the World’s 
Fair. Inside you find photographic 
murals 20x600 feet, an_ illumi- 
nated, revolving globe and map, 
locating Ford’s world activities, 
diorama displays, a motion pic- 
ture theater and the Roads of 
the World. It’s the starting point 
of a trip through the Ford do- 
main. 

ok * * 


WE PAUL PRYS snuk into the 


Rotunda Thursday morning for} 


a peep and there we saw Edsel 
Ford, listened to Fred Waring’s 
Pennsylvanians, who do Ford’s 
big radio stuff, and chatted with 
W. C. Cowling, general sales man- 
ager, and his leading aides. And 
it was from Cowling that this 
Paul Pry learned that the neigh- 
borhood sales_ service system 
which has been sponsored by Auto- 
motive Daily News two years ago, 
is given credit by Cowling for be- 
ing responsible for 14 per cent 


of the Ford sales this year; that 
is, the 14 per cent has come out 
of neighborhood sales service es- 
tablishments. 

* ok ok 


A BLESSED EVENT took place 
while the Rotunda pre-view party 
was being held. The’ three- 
millionth Ford truck came off the 
assembly lines while the Paul 
Prys were Paul Prying. This 
milestone in Ford history is des- 
tined to be shipped to the Dallas 
exposition as part of the display 
that is to be staged there under 
the direction of Fred Black. 

ok a * 

AN APOLOGY from this com- 
mentator is in order, it would 
seem. I went overboard on the 
statement coming out of Trenton 
that Governor Hoffman of New 
Jersey had been offered the job 
of executive vice-president of the 
American Automobile Assn. This 
rumor has been squelched by the 
announcement that Russell 
Singer, AAA general manager, 
had been named as the executive 
vice-president, succeeding the late 
Ernest N. Smith. 

I’m glad of it and I think it a 
wise selection, for six years of 
association with this Singer con- 
vinced me he has all the quali- 


fications necessary to make good 
in a big way on the job. Singer 
certainly knows everything there 
is to know about AAA and how 
it should be run, so it is no won- 
der the job stays in the family. 


William S. Corbitt 


HENDERSON, N. C.—William S. 
Corbitt, vice-president of the Cor- 
bitt Motor Truck Co., a manufac- 
turing concern headed by his father, 
died at his home here May 8, fol- 
lowing a heart attack.” 
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Virginia OR over twelve 

years Lorraine Lights 
have been widely recog- 
nized by automobile 
dealers AND OWN- 
ERS as the World’s Finest Driving Lights. 
Today, the new ine Lights, backed by 
a well-organized selling and advertising plan, 
are bigger money makers than ever before. 


NEW LORRAINE FEATURES 
INCLUDE: 


Colors to match any car, pre-focus- 
ing principle that controls light 
beam, 20-minute method of installa- 
tion, free dealer display stand, 18 
models in wide range of prices, 
complete line — including auxiliary 
lights, strong advertising and sales 
plan. 
The present nation-wide campaign on safe 
driving is helping the sale of Lorraine Lights 
because they are the FINEST SAFETY 
LIGHTS. 


More dealers than ever before are stocking 
the Lorraine Line. Advertisements appear- 
ing regularly in trade papers are helping to 
increase the number of dealers and the 
number of sales. 

The extensive facilities of the Appleton 
Electric Company assure fast service and 
complete co-operation. 


Write today for complete proposition. 


APPLETON ELECTRIC COMPANY 
(AUTOMOTIVE DIVISION) 


1753 WELLINGTON AVENUE 
CHICAGO, ILLINOIS 
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GM, Chrysler 
Set Fast Pace in 
Upward Move 


By C. J. ALEXANDER 


NEW YORK.—In the forefront 
of the rally in stock prices Thurs- 
day were the motor shares, with 
gains in individual issues ranging 
up to three points. With Gen- 
eral Motors and Chrysler setting 
the pace, the entire motor list 
moved upward. Among the parts 
and accessory issues Borg-Warner 
was a leader with a gain of more 
than two points. Goodyear and 
U. S. Rubber were outstanding in 
the tire group. 

Although the price advance was 
the best in some time, trading 
still .was comparatively light. 
Packard was a feature following 
announcement of the dividend of 
15 cents a share as against the 10 
cents paid in February. The new 
dividend will be paid July 1 to 
stock of record June 6. Packard 
advanced more than a point on 
the news. 

The Automotive Daily News 
stock price averages for May 13 
compared as follows with the pre- 
ceding week and a year ago: 

last This 

Week Week Change 
24 motors cocoeces 4608 €B.7B 
10 car-truck co.’s, 47.83 46 20 63 23.50 
10 =parts-accessories 38.14 36.91 22.79 

4 tire-rubbers 26.75 25.82 93 13.79 

Automotive stocks moved pretty 
well in unison during the week 
covered by the ADN averages. 
Passenger car and truck issues 
were down 3.4 per cent, in the 
average, from the week preced- 
ing, the parts and accessory group 
was off 3.2 per cent, the tires 
were down 3.5 per cent, and the 
24 stocks were off 3.4 per cent. 
Neither group, however, reached 
a new low for the year. 

Declines were evenly balanced 
among the individual stocks, al- 
though Chrysler was a weak spot, 
dropping below the price of two 
weeks ago. General Motors stayed 
above the price of two weeks ear- 
lier, as did most of the other mo- 
tor issues. Among the individual 
issues that withstood the selling 
in best shape were Hudson, Mack, 
Studebaker, Bendix, Briggs, Elec- 
tric Auto-Lite, Eaton, Motor 
Wheel and Goodrich. Electric 
Auto-Lite showed no change from 
the price of a week earlier. 

Thompson Products declared 
the regular quarterly dividend of 
$1.25 a share on its $5 convertible 
prior preferred stock, payable 
July 1 to stockholders of record 
June 25. 


Year 
Ago 


22.73 


Linderman Devices Elect 


New Board of Directors 

NEW YORK.—At a meeting 
held here, Samuel McRoberts was 
elected chairman of the board of 
Linderman Devices, Inc. 

McRoberts, who is also a di- 
rector of New York Air Brake 
Co. and of both the Great Amer- 
ican Insurance Co. and New York 
Indemnity Co., announced election 
to the Linderman board of P. M. 
Chandler, president, International 
Utilities Corp.; O. M. Johnson, 
president, Muskegon Machine 
Co.; J. Sterling Rockefeller, New 
York capitalist, and B. A. Linder- 
man, president, Linderman De- 
vices. 

E. B. Robinette, director Penn- 





—here is “‘a find” 


for some concern! 


An executive who has been presi- 
dent and general manager of an 
auto parts and compressor manu- 
facturing business during the past 
seventeen years is open for a new 
connection. Experience includes 
complete business control, financ- 
ing, production, designing, engi- 
neering and selling to manufac- 
turers, branch houses, jobbers 
and dealer trade. Have proven 
ability to show profitable results. 
Box 1103, Automotive Daily News, 
Detroit, Mich. 
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Motor Shares Lead Stock Market in Price Rally 


sylvania Co., was a member of 
the board until his death a few 


weeks ago. His place is filled by | 


Rockefeller. 


An increase in capitalization of | 
the company was authorized at | 
the stockholders meeting and ap- |]! 


proved by the directors to take 
care of the rapid expansion of 
the company’s brake business in 
the commercial vehicle field. The 
increased capital has been under- 
written by the existing stock- 
holders of Linderman Devices, 


who have subscribed to the major | 


portion of the new issue. No stock 
will be offered to the general pub- 
lic it is announced. 


Cam pbell-W yant Report 


MUSKEGON, Mich. — Campbell- 
Wyant & Cannon Foundry Co. and 
its subsidiaries reports for the March 
quarter a net profit of $246,629 after 
charges and Federal taxes equal to 70 
cents a share on 348,000 shares of 
no par stock. This compared with 
a net of $133,927 or 38 cents a share 
for the March quarter of last year. 
Directors of the company have de- 
clared a regular dividend of 25 cents 
a share payable May 29 to stock- 
holders of record May 9. 


Nickel Output Up 


MONTREAL. Production of 
nickel bounded upward during Janu- 
ary compared with the correspond- 
ing month in 1935, while the out- 
put of copper showed a lesser in- 
crease, according to a report issued 
by the Dominion Bureau of Sta- 
tistics. The output of nickel in 
January amounted to 14,052,702 
pounds, an increase of 4,663,265 
over January, 1935, while the pro- 
duction of copper was 34,289,634 
pounds against 33,480,418 last year. 


Timken Dividend 

CANTON, O.—At a regular meet- 
ing of directors of the Timken Rol- 
ler Bearing Co. a regular cash divi- 
dend of 50 cents a share and 25 
cents a share extra was declared, 
payable June 5 to stockholders 
record at the close of business 
May 18. 


Auto-Lite Re-elects 
TOLEDO.—All 
officers were re-elected here at the 
organization meeting. 
had been postponed 
nual meeting of 
March 24 


since the an- 
stockholders 








| Mar. 31, 1935. 
| to $1.17 per share on the average 








Last Minute Wall Street Wires 
From C, J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, May 15, 3:37 P.M.—Automotive stocks were mixed 
at the close with leaders down slightly. Packard was the 
most active of the motors and finished the day with a 
fractional gain, the favorable dividend action and an- 
nounced confidence of the management still exerting a 
marked influence. Both gains and losses were fractional. 








GM Sales Rise 111,451 Units 
Over First Quarter of 1935 


NEW YORK.—Net earnings of 
the General Motors Corp. for the 
first quarter ended Mar. 31, 1936, 
amounted to $52,464,174 compared 
with earnings of only $31,510,371 
for the same period in 1935. Total 
sales during the first quarter of 
this year totaled 500,167 units, 
compared with 388,716 units—a 
gain of 111,451 units for the quar- 
ter over 1935. 


A summary of the quarterly re- 
port issued here this week by 
Alfred P. Sloan jr., GM president, 
follows: 

Net earnings of General Motors 
Corp., including equities in the 
undivided profits or losses sub- 
sidiary and affiliated companies 
not consolidated, for the first 
quarter ended Mar. 31, 1936, 
amounted to $52,464,174, compared 
with net earnings of $31,510,371 for 
the first quarter ended Mar. 31, 
1935. These earnings were par- 


; | ticipated in by more than 350,000 
of | 


stockholders. After deducting 
dividends of $2,294,555 on the pre- 
ferred stock, there remains $50,- 


| 169,619, being the amount earned 
|}on the common shares outstand- 
Electric Auto-Lite | 


ing, which compares with earn- 


The election | ings on the common stock of $29,- 


215,816 for the first quarter ended 
This is equivalent 


common shares outstanding dur- 
ing this quarter and compares 
with earnings of $0.68 per share 
for the first quarter ended Mar. 
31, 1935. 

Net earnings for the 12 months 
ended Mar. 31, 1936 amounted to 
$188,180,313. After deducting divi- 
dends of $9,178,220 on the pre- 
ferred stock there remains $179,- 
002,093, being the amount earned 
on the common shares outstand- 
ing during this period. This is 
equivalent to $4.18 per share on 
the average common shares out- 
standing during this period. 

Cash, United States Government 
and other marketable securities 
at Mar. 31, 1936, amounted to $218,- 
034,223, compared with $166,369,122 
at Mar. 31, 1935, and $199,435,663 
at Dec. 31, 1935. Net working 
capital at Mar. 31, 1936, amounted 
to $355,248,902, compared with 
$294,786,133 at Mar. 31, 1935, and 
$319,961,219 at Dec. 31, 1935. 


Net sales of General Motors 
Corp., excluding inter - divisional 
transactions, for the first quarter 
ended Mar. 31, 1936, amounted to 
$341,306,065, compared with $251,- 
674,903 for the first quarter ended 
Mar. 31, 1935. Net sales of Gen- 
eral Motors Corp., excluding inter- 
divisional transactions, for the 12 





AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, MAY 15, 1936 
(Furnished by Wm. C. Roney Company, Union Guardian Bldg., Detroit) 


NEW YORK 


Allis Chalmers Mfg. ... 
American C. & F. 


Beate GO cncccncsccccees 


Auburn Auto 

Bendix Aviation 
Bethlehem Steel . 
Bohn A. & B. 
Borg-Warner 

Briggs Mfg. 

Budd Mfg. Co., E. G. 
Budd Wheel Co. 
Chrysler 

Clark Equipment 
Cleveland Gr. Br. 
Collins & Aikman 
Commercial Credit 
Commercial Investment T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright 

du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 
Firestone T. & R. 
Gabriel Co. A 
General Electric (80c) 
General Motors 
Glidden 

Goodrich, B. F. 
Goodyear T. & R. 
Graham-Paige 

Hayes Body Corp. 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 

Hupp Motor 
International Harvester 
Johns-Manville 
Kelsey-Hayes W. 

Lee Rubber & Tire 


Last Sale 1936 


May 15 May 8 


Last Sale 


NEW YORK May 15 May 8 





41% 
3014 
47, 
31, 
27%, 
48), 
47 
69!, 
46), 
144, 
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Libbey-Owens-Ford Glass 
Ludlum Steel 

Mack Trucks (1) 
Midland Steel 

Motor Products 

Motor Wheel 

Murray Corp. 


50\, 
24, 


Pacific Mills 
Packard 
Raybestos Manhattan 


Reo Motor 


32 


Republic Steel Corp. 
Socony Vacuum 


Sparks- Withington 
Spicer Mfg. 
Stewart-Warner 
Studebaker 

Thermoid Co. 
Thompson Products 
Timken-Detroit Axle 
Timken Roller Bearing 


U. S. 


Industrial Alcohol 


Westinghouse E. & M. 
White Motors 
Yellow Truck 
Young Spring & Wire 


CHICAGO 


Asbestos Mfg. 
Bendix Aviation 
Borg-Warner 
Houdaille-Hershey B 
Modipe Mfg. 
Perfect Circle 
Pines Winterfront 


DETROIT 


Motor Wheel 


months ended Mar. 31, 1936, 
amounted to $1,245,272,673. 

Total sales to dealers, including 
Canadian sales, overseas. ship- 
ments and production from for- 
eign sources, during the first quar- 
ter ended Mar. 31, 1936, amounted 
to 500,167 cars and trucks, com- 
pared with 388,716 cars and trucks 
in the first quarter ended Mar. 31, 
1935—a gain of 111,451 units, or 
28.7 per cent. General Motors 
dealers in the United States de- 
livered to consumers 379,950 cars 
and trucks during the first quar- 
ter ended Mar. 31, 1936, compared 
with 258,093 cars and trucks in 
the first quarter ended Mar. 31, 
1935—a gain of 121,857 units, or 
47.2 per cent. Sales by General 
Motors operating divisions to 
dealers within the United States 
during the first quarter ended 
Mar. 31, 1936, amounted to 410,314 
cars and trucks, compared with 
3U1,256 cars and trucks in the first 
quarter ended Mar. 31, 1935—a 
gain of 109,058 units, or 36.2 per 
cent. 

For the 12 months ended Mar. 
31, 1936, total sales to dealers, in- 
cluding Canadian sales, overseas 
shipments and production from 
foreign sources amounted to 1,- 
827,139 cars and trucks. General 
Motors dealers in the United 
States delivered to consumers l,- 
400,853 cars and trucks, and sales 
by General Motors operating di- 
visions to dealers within the 
United States amounted to 1,479,- 
992 cars and trucks during this 
period. 


Thompson Prod. 


Earns $218, 520 


CLEVELAND. — The consoli- 
dated balance sheet of Thompson 
Products, Inc., for the quarter 
ended Mar. 31, 1936, shows earn- 
ings of $218,520, after all charges, 
against $150,082 for the same 
quarter a year ago. This is at the 
rate of approximately 78 cents a 
share as against 52 cents a share 
last year. 

The board of directors, at a 
meeting May 8, declared a divi- 
dend of 30 cents a share, payable 
July 1, 1936, to common stock- 
holders of record at the close of 
business June 25, 1936. 

The board also declared the 
regular quarterly dividend of 
$1.25 a share on the company’s 
$5 cumulative convertible prior 
preference stock, payable July 1, 
1936, to stockholders of record 
June 20, 1936. 


Gabriel Holders to Vote 


On Plan to Issue Stock 


CLEVELAND.—Special meeting 
of stockholders of the Gabriel Co. 
has been called for May 18 to 
vote on increasing the present au- 
thorized Class A stock from 198,- 
000 shares to 300,000 shares, vested 
with exclusive voting rights. In 
addition, it is proposed to reduce 
the stated value of the Class A 
stock from $5 to $1 a share and 
exchange the presently outstand- 
ing 2,000 shares of B stock, which 
now have exclusive voting rights, 
for 40,000 shares of A stock on a 
20 for 1 basis. The B stock then 
would be cancelled. 

Stockholders also will vote on a 
proposal giving stock purchase 
options to employes not in excess 
of 2,200 shares of A stock, and 
the issuance of warrants to pres- 
ent Class A stockholders to pur- 
chase on or before July 1 one 
Class A share for each 10 shares 
of A stock now held at $4 a share. 
An option will be given to Shields 
& Co., New York, to purchase 20,- 
000 shares of the A stock and the 
balance of the stock not taken up 
by stockholders at the price of $4 
per share. 


Proceeds will be used to 
crease working capital, 


in- 





$1,500 Lubrication Investment Doubles Volume 


AUTOMOTIVE DAILY NEWS, SATURDAY, MAY 16, 1936 


Omaha Dealer Cuts Time; 
Profits Increase 50% 


OMAHA, Neb.—The McFayden-Stewart Motor Co., of 
Omaha, Ford and Lincoln dealers, invested approximately 
$1,500 in its lubrication department a year ago this 
spring, thereby insuring peak efficiency in lubrication 


service. 


selling program, has_ boosted 


This modernization, coupled with a diligent 


lubrication operations 


slightly more than 100 per cent in a year’s time. While 


profits in this specific department 
about 50 per cent, added business ®@— - 


in the rest of the service depart- 
ment and in new and used car 
sales as a result of the lubrication 
campaign has made for increased 
profits which can be _ directly 
traced to lubrication. 
Sold Cash Certificates 

The lubrication sales campaign 
started with a lubrication certi- 
ficate entitling the holder to 10 
complete chassis lubrication jobs 
for $5. The price of the certificate 
for larger cars was $7.50. These 
certificates are sold for cash only 
and, according to Joe McFayden, 
manager, have been exceptionally 
effective in bringing in the lubri- 
cation business. 


“Every new and used car sales- 
man as well as the men in the 
service department work con- 
stantly at the job of selling these 
service certificates,” said McFay- 
den. “Just as an idea as to how 
effective this sales campaign has 
been, fully 99 per cent of the per- 
sons buying cars from us have 
also been sold a certificate. More- 
over, this certificate offers a real 


bargain from the customer stand- | 


point and almost without excep- 
tion, customers renew the certi- 
ficate as fast as it runs out. 
Owners of many other makes of 
cars take advantage of the offer, 
and our lubrication department 
is busy at all times. 

“A natural consequence of all 
this lubrication business has been 


an increase in business in other | 


service departments, as well as 
bringing customers to our parts 
and accessories, and new and 


used car sales departments,” de- | 


clared McFayden. “We have found 
we can afford to cut lubrication 
profits to a narrow margin in 
order to use the department as a 
leader for other business.” 


Entire Floor Rearranged 
The McFayden-Stewart lubrica- 


tion department was modernized | 


under the direction of Ernest 
Charnquist, superintendent of 
service. The entire service floor 


was rearranged so as to give a| 


maximum of efficiency, the lubri- 
cation racks being moved to a 


equipment, and a lubrication de- 
partment slogan was adopted— 
“The Proper Lubricant in the 
Right Place at the Right Time.” 


Two lifts were installed, and 
lubrication equipment was ar- 
ranged so that the workmen had 
everything at their finger tips. 
Retrieving hoses were installed so 
that the man has only to reach 
up and get the proper hose, in- 
ject the lubricant, and release the 
hose which goes back to a sus- 
pended position out of the work- 
man’s way. A suction fan was 
installed to keep the place well 
ventilated and the department is 
kept spick-and-span at all times. 

Under the old system, 30 to 35 
cars could be lubricated in an 
eight-hour day. With the new set- 
up, one man can turn out 85 or 
more cars a day. Two men work- 
ing on the lifts now turn out a 
complete lubrication job, includ- 
ing filling the tires and checking 
the battery in 12 minutes, whereas 
before these operations required 
approximately 30 minutes. 

Occupies Two Buildings 

The McFayden-Stewart Co. oc- 
cupies two buildings, and the 
building housing Lincoln and 
Zephyr sales and service also has 
been given new lubrication equip- 





|} alignment department, 
the 
| laneous 


] 
position near the exit. The $1,500 | pletely 


expended was mostly for Lincoln | 





made a gain of only 


ment, featuring a pit where two 
men can turn out a complete 
lubrication job on a Lincoln or 


.Cadillae in 18 minutes. 


Under the new lubrication sys- 
tem, the department turned out 
slightly less than 20,000 lubrica- 
tion jobs in the year ending May 
1, as compared with slightly less 
than 10,000 the_preceding year. 

The Omaha company has been 
a leader among middlewestern 
dealers in the volume of service 
operations during the past year. 
Efficient arrangement and ade- 
quate equipment have had much 
to do with this, according to 
Charnquist. 

Two-Thirds of Space for Service 


Approximately two-thirds of the 
first floor of the two buildings is 
given over to service operations, 
which are centered mainly at the 
Ford building. The main drive 
passes close to the parts and ac- 
cessories sales departments which 
are partitioned off from the serv- 
ice department by glass windows. 
Off this drive are the various 


| service departments, each desig- 


nated by a sign. First in the line 
is the electrical 
then, in 
named, the miscel- 
engine repairs, 
brake 


order 
repairs, 
and washing, 


rear axle 


| service, engine tune-up, and lastly, 


lubrication, near the exit. The de- 
partment signs also bear the 
name of the mechanic in charge. 
Adjacent to the lubrication de- 
partment is the elevator serving 


| the repair shop and storage floors. 


A neon sign on the building ad- 
vertises “Factory Lubrication 





Service,” and grease and oil dis- | 
plays are maintained along the | 


service floor drive. The first sign | : 
elaine 7 . | 998, as against $9,270,425 in Feb- 


the motorist sees upon entering 


| the service department is one ad- 
| vising the car owner to “Avoid | 
Wear Resulting From Improper 


Lubrication,” and then carrying 
the “Special For The Month,” 
lubrication and service jobs. 

The present special, for example 
offers a motor oil change, change 
transmission and rear axle lubri- 
cants to summer grade, com- 
lubricate chassis, for $3 
for cars and $5 for trucks. A sign 
at the parts department entrance 
invites service customers to “In- 
spect Our New Parts and Ac- 
cessories Store.” 





1g 


han 
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BUSINESS VOLUME DOUBLED for MacFayden-Stewart, Omaha, 
Neb., Ford and Lincoln dealers, when they installed $1,500 worth of 


new lubrication equipment, 


Special certificates for 10 lubrication 


jobs at $5 keeps business growing and proved to be a big money, 


maker. 





The time of lubrication has been cut to 12 minutes a job. 


March Automotive Exports 


Show Jump of 9 Per Cent 


WASHINGTON.—Aided by the 
highest passenger car valuation 
since May, 1930, total shipments 
of automotive products during 
the month of March reached a 
total of $24,923,119, a gain of 9 
per cent over the $22,845,769 re- 
corded in February, according to 
the Bureau of Foreign and Do- 
mestic Commerce. The total for 
the month under review was 
slightly reduced from that of 
March, 1935, which amounted to 
$25,877,389, and was the high 


and the wheel | month of that year, but with this 


| single 


current 


exception the 
similar 


month exceeded any 
period since May, 1930. 

Automotive exports for the first 
quarter totaled $70,674,646, and 
showed an improvement of 9 per 
cent over the figure of $64,762,646 
for the corresponding quarter of 
1935, as well as a gain of 22 per 
cent over the final quarter of last 


| year when the export demand 


was placed at $57,778,824. 
South Africa Chief Buyer 


Passenger car shipments for 
the month were valued at $11,204,- 


ruary, and $11,069,820 in March, 
1935. The Union of South Africa 


|'remained the chief country of 


for 
as 


destination and accounted 
5,176 units worth $2,891,122, 


|compared with 2,766 valued at 


$1,597,740 in February. Australia, 
United Kingdom, and Sweden fol- 
lowed in that order, which was 
unchanged from the _ previous 
month. The improvement over 
February was evident in all price 
classes. 

Exports of trucks, buses and 
chassis amounted to 9,972 units, 
valued at $4,926,133, slight in- 


New Ford Testing Laboratory 


In Service at Rouge Plant 


DEARBORN, Mich. — A new|tube of 230,000 volt capacity. 


chemical and metallurgical testing 
and production contro] laboratory 
has been placed in service by the 
Ford Motor Co., at the Rouge 
plant here. The laboratory is 
another unit of the company’s 
$37,000,000 expansion and mod- 
ernization program. 

Completely air-conditioned and 
furnished with new X-ray, phys- 
ical testing and chemical analysis 
equipment, the laboratory is now 
working on a 24-hour day basis. 
It is used to analyze the mole- 
cular structure of steels, to de- 
termine the physical properties 





of metals and fabricated parts, | 
and to analyze steels, irons and | 
| which formerly required from 24 


other metals; textiles, paints, oils, 


and rubbers used in the factory.| to 70 hours of exposure. 


It 
has sufficient intensity to pene- 
trate four inches of steel, and 
through its use flaws less than 2 
per cent of total thickness are 
detected. Its intensity permits a 
great time saving in making X- 
ray photographs, a crankshaft, 
for example, being photographed 
in about three minutes. To pro- 
tect the operators from the rays 
of the machine, it is housed in a 
lead-walled room, and the oper- 
ator watches through lead glass. 

The X-ray department also in- 
cludes a_ diffraction machine 
equipped with a new tube which 
will obtain in 20 minutes pictures 


The 


Included in the equipment is a| machines are used largely in re- 


new X-ray machine having an oil-| search to 
focus radiographic ' steel-treating technique. 


cooled fine 


improve casting and 


creases over the February figures 
of 9,897 and $4,913,997. Japan was 
again the leading purchaser, with 
the Union of South Africa and 
Mexico advancing from sixth and 
seventh places to the second and 
third positions, with Spain as the 
fourth most important market. A 
total of 800 bus chassis, valued at 
$288,209 were shipped during the 
month, as compared with 377 
worth $139,018 in February. 
Average Unit $596 

The average unit export value 
for the month was increased with 
regard to passenger cars, $596 
as against $581, but the average 
truck value was reduced from 


$498 in February to $494 for the 


current month. 


U.S. Excise Taxes 
Increase 14.3% 


WASHINGTON. — Federal ex- 
cise tax collections on automotive 
products jumped 14.3 per cent in 
the first quarter of 1936, accord- 
ing to figures released here this 
week. Receipts for the period 
from the nine levies totaled $72,- 
117,581, compared with $63,108,255 
during the first quarter a year 
ago, it is shown. 

Revenue from the manufactur- 
er’s tax on automobiles and 
motorcycles showed the greatest 
percentage of gain, reflecting the 
recent boom in motor vehicle 
sales. This tax, levied at 3 per 
cent of the manufacturer’s sales 
price, produced $15,024,356 in the 
three months’ period, a gain of 
64.7 per cent over the same period 
of the year before. 

The largest single item was the 
Federal tax on gasoline, which 
amounted to $37,726,424 during 
the quarter, and this one tax con- 
stituted more than one-half of 
total revenue collections from 
automotive sources. Compared 
with first quarter collections a 
year ago, gasoline tax receipts in- 
creased about 5 per cent. It is 
believed this gain would have 
been greater had not severe win- 
ter weather during the early 
months of the year tended to 
curtail motoring activities. 

Detailed statistics for the vari- 
ous types of taxes follow: 
[st Quarter Ist Quarter 

1936 1935 
$ 1,924,905 
mot’cycles 15,024,356 
1,791,011 
3,154,308 


Pet. 
Change 
8.4 
64.7 
~ 3.0 


Kind of Tax 
Trucks 
Cars, 
l’arts-accessories 
Tires +-31.0 
Inner tubes +-10.0 
Lubricating oils 5,581,28 5,886,243 5.2 
Gasoline ei 4.7 
Transportation of ; 

oil by pipe line 
Crude petroleum 

processed, etc. 


81,775,070 


2,470,599 2,231,181 +10.7 


207,643 481,066 56.8 


Totals $72,117,581 $63,108,255 +-14.3 





27 


General Motors 
Speeds Building 
Of New Taxicabs 


PONTIAC. — With orders in- 
creasing steadily, General Motors 
Truck Co. of this city has 
speeded production of its new 
taxicab models to 50 a day, ac- 
cording to H. A. Prussing, vice- 
president in charge of cab sales. 

Although introduced but a 
month ago, orders for more than 
3,000 cabs have been received. 
Among the larger orders are the 
Atlas Cab Corp., New York City, 
1,100; Liberty Cab Co., New York 
City, 475; members of the Metro- 
politan Taxi Owners Assn., New 
York City, 400; Terminal Trans- 
portation System, New York City, 
500; Checker Cab Co., Inc., Bos- 
ton, Mass., 100. 

“The general upturn in business 
has encouraged taxicab operators 
to give their customers modern 
passenger car comforts,” said 
Prussing, in commenting upon 
the fact that present cab orders 
are the largest in five years. “In 
addition, the operator is benefit- 
ting not only from increased rid- 
ing, but by greater savings in 
operating costs.” 

Among the features of the new 
cabs are a six-cylinder valve-in- 
head motor, roomy interior, turret 
top, safety glass, hydraulic 
brakes. It can easily be con- 
verted into a conventional sedan 
by substituting a sedan front seat 
for the driver’s seat and partition. 


Gov. Paul McNutt 
Will Be Speaker 
At Bendix Meet 


SOUTH BEND.—The stellar at- 
traction at the opening session of 
the Bendix Highway Safety Con- 
ference, to be held here May 25- 
2s, will be Gov. Paul V. McNutt 
of Indiana. Governor McNutt will 
make an address on “How to 
Make Our Highways Safer” to the 
500 delegates who will assemble 
from all parts of America. 

In addition to the governor’s 
address, there will be another 
safety speech by Donald Stiver, 
Indiana's director of public safety. 
Both the governor and Stiver 
have been unusually active this 
spring in conducting safety drives 
throughout the state. 

Mayor George W. Freyermuth 
of South Bend has issued an of- 
ficial proclamation declaring the 
week of May 25 to be South Bend 
Safety Week. In the proclama- 
tion the mayor requested that 
every motor car owner in the 
city have his vehicle inspected at 
a free Bendix Civic Safety Clinic. 


Auto Fatalities 
Drop Slightly 


WASHINGTON. — Automobile 
fatalities in 86 principal cities dur- 
ing the first 18 weeks of this year 
totaled 2,503, compared with 2,- 
949 during the corresponding 
period of 1935, it was announced 
this week by the Bureau of the 
Census. 

During the week ended May 9 
automobile deaths in the 86  cit- 
ies numbered 159, compared with 
147 the previous week and 187 the 
same week last year. No fatalities 
were reported last week in 40 of 
the 86 cities. 


Lycoming Sales Up 

WILLIAMSPORT, Pa.—For the 
first five months of the fiscal year 
up to and including Apr. 30, the 
sale of Lycoming marine engines in- 
creased 139 per cent in units and 
223 per cent in money value, as 
compared with the same period last 
year, it is reported. 
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FAST GETAWAY: 






ry ‘i : 
LOCGK-WHEEL STOPS: 


STROMBERG 


STABILIZED FLOW 


AERO-TYPE CARBURETIO 


OR the motor cars of 1937, Strom- 

berg has developed and will provide 
carburetion so far in advance of today’s 
efficiency standards as to be truly rev- 
olutionary in performance. 


By overcoming entirely the effects 
which both inertia and centrifugal force 
have heretofore produced upon the liq- 
uid fuel within the carburetor float 
chamber, the sensational new Stromberg 
AERO-TYPE Carburetor can reliably 
assure you of these definite improve- 
ments in motor car performance: 





First—Elimination of engine stalling during sudden lock-wheel 
stops. Second—Elimination of starting difficulties often experi- 
enced when car is parked on extremely steep incline. Third— 
Elimination of ‘‘missing’’ when making full turns at slow speed. 
Fourth—Elimination of fuel feed inefficiencies when climbing 





steep grades. Fifth—Elimination of ‘‘fading’’ due to variation of 
mixture ratio during fast acceleration. 


Aircraft carburetion, in which Stromberg is unchallenged leader 
of the world, provided the vast background of research data which 
Bendix now presents, fully translated to meet the requirements of 
modern motor car engineering. 


Other notable advancements have been incorporated in the 
new Stromberg Carburetor. These cover improvements in jet and 
venturi design, in accelerating pump discharge, in protection 
against ‘‘percolation’’ and delayed “hot starting,’’ in new auto- 
matic chokes and mixture controls. 


Manufacturers are urgently invited to authorize an immediate ex- 
change of specifications with Bendix, with a view to giving prospec- 
tive 1937 models the benefit of this remarkably better carburetion. 
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